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BUIIiDING 

SPECIALTIES 


fn  This  fssu* 


ATTIC  FANS 
NERSICA  CONVENTION 
NPA  ALUMINUM  ORDER 
SPRAYED  INSULATION 
CONDENSATION  ON  STORM  WINDOWS 


iff  TH£  BUUDtffC 
wm  HmBS  M£AH 


Busmss  KHOW 


The  original  and  best 
all-steel  adjustable  jack 
post  — best  advertised  — 
most  popular  post.  Com¬ 
plete  size  range  from 


The  ideal  builder's  post 
—  designed  and  manu¬ 
factured  to  meet  mini¬ 
mum  F.  H.  A.  require¬ 
ments— available  in 
either  fixed  or  adjust¬ 
able  types  — pa  in  ted 
both  inside  and  out¬ 
comes  in  many  sizes. 


Many  patented  features 
—constant  supervision 
keeps  TEL-O-POST  First 
in  the  Field. 


BRITE-LITE  copper-bearing  steel, 
galvanized  areawalls  offer  build¬ 
ers  the  highest  quality  areawall  in 
two  popular  designs  and  a  wide 
variety  of  sizes. 


STEEL-STRONG  is  made 
of  high-strength  top 
grade  steel— thoroughly 
inspected  from  ore  to 
product. 


Attractive  box  keeps 
parts  from  becoming 
mixed  or  lost  — makes 
easy  storing  and  selling. 

Easy  installation— exclu¬ 
sive  adjustment  fea¬ 
tures,  highest  quality 
steel  mokes  TEL-O-POST 
outstanding.  Special 
features  patented  under 
Pat.  No.  2,504,291. 


Plates  will  fit  either 
wood  or  steel  beams— 
column  can  be  concrete 
filled  where  building 
codes  specify.  By  for  the 
fewest  cost  post  to  do 


COMPANY 


BtAlNAPO  SI 

I  would  lik®  j* 

postO 

Home - 

Address - 

City  . 


VtARREH,  OHIO 

dote  c«  TEl-a 
STEEL  STRONG  □ 
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BRAINARD  STEEI  COMPANY 

3252  Larchmont  Ave.  Warren,  Ohio 
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*f  WISE 
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STAVlITf 

/Haa!!e  c5^!<^ 


shuts  out  sun's  heat  and  glare... 

lets  soft  light  filter  through 


/KoOleo^ 


the  new  miracle  material 


STAYTEX  is  the  same  type  of  material 
being  used  for  structural  panels,  boat 
hulls,  truck  bodies,  trailers,  many  other 
items  that  must  resist  wear  and  ele¬ 
ments. 

Stronger  than  steel,  lighter  than  alumi¬ 
num,  STAYTEX  cannot  rust,  rot,  mildew 
or  warp.  Resists  all  weather  conditions 
and  has  a  heat  conductivity  of  only 
1  •/.  of  that  of  aluminum.  This  means 
cooling  shade  under  a  burning  sun. 


for 

windows,  doors 
terraces,  stores 


Here's  real  awning  news! 

New  STAYLITE  Awnings,  made  of 
STAYTEX,  fnon-erltleal  material) 
combine  all  the  advantages  of 
fixed  and  movable-type  awnings.  Yet  they  overcome  the  most  common  ob¬ 
jections — they  shade  without  darkening  the  room  and  do  not  require  periodic 
re-painting. 


STAYTEX  is  lighter  than 
olwminum  stronger  thon 
steel. 


Colors  ore  sealed  -  in. 
Cannot  chip,  peel  or 
crack.  Easily  washed 
clean. 


You  can  sell  STAYLITES  as 
a  complete  package.  Re¬ 
duces  expensive  man¬ 
hours  spent  on  measuring 
and  installation. 


STAYLITES  provide  year  'round  weather  protection.  Construction  is  rigid, 
strong,  fully  ventilated.  Cannot  rust,  rot  or  warp. 

Color  is  permanent  .  .  .  sealed  in.  No  working  or  moving  parts  to  get  out  of 
order.  No  need  to  raise  or  adjust  as  soft  light  always  filters  through. 


Color  is  sealed-in,  cannot  peel,  chip, 
or  crack.  Easily  washed  clean. 

STAYTEX  gives  awnings  a  softer,  more 
decorative,  textured  appearance,  yet  is 
rigid,  strong,  has  phenomenal  resist¬ 
ance  to  weather,  heat,  abrasion  and 


STAYLITES  OFFER  YOU  DISTINCT  SELLING  ADVANTAGES 

Be  the  first  in  your  area  to  offer  STAYLITE.  Easy  to  assemble,  easy  to  install  by 
dealer  or  customer.  Each  awning  is  a  complete  package.  Beautifully  designed 
with  a  variety  of  color  combinations  .  .  .  and  competitively  priced.  We're  ade¬ 
quately  stocked  and  can  guarantee  two  weeks  delivery.  You'll  have  no  stock 
to  carry.  Send  coupon  today  for  further  information. 


impact.  Mail  coupon  today. 


fOI  Wick  RMg.  •  Yeungstewn  3,  Ohio  •  Phono  40341 


STAHL  INDUSTRIES  INC.  AWNING  DIVISION 
901  WICK  BLDG.,  YOUNGSTOWN  3,  OHIO 
(  I  Pleaso  <ond  completo  doalor  infermalion 
(  I  Please  send  me  a  display  model  at  cost 

(Cost  to  be  $10 — to  be  refunded  upon  return  in  good 
conditioni 

Name _ 

Firm  Nome - 

Address _ 

City _ Zone _ Stirto _ 

I  am  interested  in  I  I  Distributorship 
(  I  Doalorthip 
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AMY  TYPE  WOOD  OR  MASONRY 
RESIDENCE  CAN  NOW  BE 
RE-SURFACED  WITH  AN  ASBESTOS 
SlDE-WAll  THAT  IS  SPRAYED  ON 


NEW  lOOK 


TEXTURED  FIMISN 

RE*NU*IT 


RIG.  TRAOC-MARK' 


RE^NU^IT  if  a  waterproof  pressure  seoled  side>woll  resurfoctr  fhot  confoins 
the  two  indestructible  minerols,  osbestos  ond  mico,  ond  is  fused  to  the  turfoce 
by  powerful  pressure,  not  merely  noiled  on  like  ordinory  siding. 

The  RE^NU*IT  process  consists  of  the  moteriol  being  oir*blosted  to  the 
structure  ppproiimotely  1/16"  thick  thus  becoming  on  octuol  port  of  some. 
The  feotures  of  this  type  of  opplicotion  is  thot  is  ossures  complete  insulation  ond 
greoter  durobility,  with  the  odditionol  odvontoge  thot  by  becoming  port  of  the 
surface  the  product  does  not  hide  or  alter  ony  of  the  original  orchitecturol  lines 
ond  contours. 

RE*NU*IT  is  ovoiloble  in  9  ottroctive  colors  ond  its  appearance  is  o  very 
definite  osset  os  it  looks  like  stucco  ond  yet  is  not  quite  os  coorse. 


FOR  FULL  PARTICULARS  •  CALL  OR  WRITE  ! 


A  WATERPROOF 
PRESSURE  SEALED 

^  RE-SURFACER  ^ 


•  INSULATES 

•  PROTECTS 

•  BEAUTIFIES 


OR  FILL  IN  AND  MAIL  THE  ATTACHED  COUPON 


RE  -  NU  -  IT  CORPORATION 

424  West  42nd  St.  •  New  York  1  8,  N.  Y. 
LOngacre  3-6631 


See  An  Actual  Demonstration  of  RE*NU*IT  at  the  NERSICA  Exposition  By  Visiting  Our  Booths  Nos.  218-219 
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HERE’S  The  Window  You  Can 

r^- . I  sm  NOW 


Top  Quality  —  Excellent  Mark-Up 
Assured  Deliyery 

GRAEF 

REDWOOD  COMBINATION  WINDOW 


For  the  live-wire  dealer  who  wants  to 
build  real  volume,  and  knows  a  seUahle 
window  when  he  sees  one.  we  have  a 
story  that’s  loaded  with  profits.  Greatly 
increased  production  allows  us  to  offer 
the  GRAEF  California  Redwood  Com¬ 
bination  Window  for  immediate  de¬ 


livery.  Now  you  can  increase  volume 
and  profits  despite  metal  shortages. 
Solid  overlapping  Redwood  frame  with 
carefully  joined,  weather-tight  corners. 
Precision  made  inserts  fit  perfectly  and 
can  be  changed  in  a  few  seconds.  Sturdy, 
high-grade  Aluminum  OR  Redwooid 
inserts  available. 


The  GRAEF  profit  plan  and  low  selling  price  make  this 
a  perfect  combination  for  you.  WRITE  OR  WIRE  TODAY! 


1502  W.  Federal  St.  GRAEF  STORM  WINDOW  CO.  Youngstown  10,  O. 


For  every  cowlking  |eb 

(yinarJoesit 


non-hardening— 
non-staining— 
adheres  to  any  surface 

Writ*  for  thn  mam*  at 
yaar  mmarmst  distribeler 


lALBAR  MINT  A  VARNISH  CO 

MaiHifcKtarars  of  Tadmkal  Predwch 


Will  you  get 

SCREENS 

All  thru  1951 


You  will — from  Universal.  We’re 
all  set  to  continue  to  serve  all  our 
dealers  all  during  1951. 

At  present  we  are  still  producing 
aluminum,  solid  bronze  and  bronze 
finish  galvanized  mesh  screens. 

Come  what  may  in  the  way  of  cut¬ 
backs,  you  can  count  on  Universal 
to  sunply  screens  of  such  materials 
as  will  be  available. 

Get  yourself  on  record  now  as  a 
Universal  Dealer. 

UNIVERSAL  FABRICATORS 

1801  Boone  Ave.,  Bronx,  N.  Y. 


DOUBLE  HUNG  UNITS 
CASEMENT  UNITS 
DOORS 


as 


in  *0"’* 


‘PvtfttaUe  ?  YOU  BETI 


Warner  Weather-Master  Combinations  outshine,  outvalue,  outsell  the 
entire  field.  They're  priced  right,  have  a  good  profit  margin  and 
Warner's  advertising  has  made  the  public  Warner-conscious.  This  com¬ 
bination  of  sales  producing  features  can  only  mean  handsome  profits 
for  the  Warner  dealer. 


tZ€i€UUCt^?  AND  HOW! 


Warner  Weather-Master  Combinations  and  Doors  are  master-crafted 
from  the  finest  quality  extruded  aluminum  .  .  .  grade  63S-T5,  especially 
treated  for  extra  hardness.  Warner  Units  are  spot  welded  too,  and 
contain  many  other  exclusive  features  including  the  RED  PUSH  BUTTON 
for  ventilation  control  (an  original  V^arner  creation).  Warner  units  are 
quality  units  at  a  popular  price.  Doors  are  made  with  non-sagging, 
unbreakable  gussets. 

certainly! 

Warner  offers  complete  and  friendly  cooperation  with  its  dealers;  Radio, 
Newspaper  and  Magazine  advertising  to  help  secure  leads;  dramatic 
promotional  and  demonstrational  material  to  add  that  extra  punch  in 
making  sales;  field  service  and  cooperation  all  along  the  line. _ 


WARNER  WEATHER-AAASTER 
ALUMINUM  COMBINATIONS  AND  DOORS 
ARE  MANUFACTURED  BY 

WARNER  MFG.  CORP.. 
JERSEY  CITY.  N.  J. 


UJ  R  R  n  E  R 

tVJ 

UJeather- master 


The  Warner  K-D  plan  means 
immediate  delivery  and  maximum  profits. 
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1918-1 942 -1 951y  History  R  epeats ! 

.  .  .  Wliv  stiouhi  you  call  on  cii'touirrH  when  you  lia\en't  any  pioduci'  to  <(>11.'' 

W  li\'  >houl(l  \'ou  continue  to  advertise  when  you  can't  dt  Ii\er  tlit' 

Itead  the  letter  htdow.  If  you  agree  willi  thi-  >ale'  manager  then  mmi'II  reali/e  that  >U(  h 
'[leeulation  has  given  way  to-con\'iction  tor  tnany  of  America'^  leading  mami  fai-ttirer'  toda\  who 
fai  ed  till'  pruhlem  in  1918.  They  survived  and  |)iO'|iei(  d  .  ,  .  heeaU'C  tlie\  ■'Keiil  iheii'  |iiiiduet' 
and  their  identity  e\ erlastingly  in  the  tnind^  of  theii  eii'tomei- 


Your  letlrr  of  April  19th  came  in  yetlerday'g  mail.  I've 
waited  until  today  to  reply  because  I  wanted  time  to  do  gome 
thinking.  I  want  to  answer  the  questions  you  ask.  But 
more  than  that,  I  want  you  to  understand  the  reasons  for  the 
thinits  that  are  happening  in  our  business  today. 

You  have  asked  me  four  important  questions: 

1.  How  soon  ran  your  customers  expert  delivery  on  certain 
orders  they  have  placed? 

2.  Why  should  you  call  on  customers  when  you  haven't 
any  product  to  sell? 

It.  What  are  you  going  to  say  to  these  customers? 

4.  Why  do  we  continue  to  advertise  when  we  can’t  deliver 
the  goods? 

First  of  all,  let’s  take  a  look  at  the  situation  as  a  whole. 
Right  now  this  country  is  faring  a  great  national  emergency. 
.4s  you  know,  the  Government  is  spending  huge  sums  of 
money  for  war  materials.  This  money  is  making  more  jobs 
for  more  people.  And  when  people  have  more  money,  they  do 
more  spending.  Business  as  a  whole  is  better  now  than  it 
has  been  for  years.  This  is  a  period  of  prosperity. 


For  the  first  time  in  the  history  of  our  business  we  are  in 
a  position  where  we  can’t  manufacture  and  deliver  our  prod¬ 
ucts  as  fast  as  people  buy  them.  We  are  oversold.  .4nd  I’ll 
tell  you  why  we  haven’t  been  able  to  tom  out  goods  as  fast 
as  we’d  like  to.  Certain  raw  materials  that  go  into  our 
products  are  needed  for  the  manufacture  of  defense  supplies. 
And  the  companies  that  are  working  on  war  orders  are  buying 
these  materials  in  great  quantities.  The  supply  just  doesn’t 
meet  the  demand. 

Another  thing  that  has  slowed  us  up  is  lark  of  manpower. 
Labor  is  hard  to  get.  Men  are  wanted  for  defense  industries. 
Many  are  going  into  the  army.  So.  from  a  standpoint  of 
producing  the  goods,  we’ve  had  plenty  of  problems.  We’re 
working  day  and  night  to  solve  these  problems,  but  it  takes 
time  and  patience.  Believe  me,  we’re  as  anxious  to  deliver 
as  you  are  to  sell.  In  a  few  more  weeks  we  hope  to  be 
caught  op.  In  the  meantime,  vou  must  understand  and  be 
certain  that  your  customers  understand  that  we’re  doing  our 
verv  best. 


Now  why  should  you  keep  railing  on  your  dealers  when 
you  haven't  any  product  to  sell?  Here’s  why.  Because  you 
have  a  product  to  sell.  That  product  is  this  company,  its 
name  and  its  reputation. 

And  right  now,  when  you  can’t  promise  delivery,  it’s  the 
most  important  product  in  the  world.  Why?  Because  this 
national  emergency  is  only  temporary.  Some  day — a  year, 
two  years,  three  years  from  now — normal  times  will  return. 
People  will  go  on  living,  thinking,  and  acting  as  they  did 
before.  Yes,  and  they’ll  go  on  buying,  too,  and  we  want  them 
to  go  on  buying  our  product  then  as  they  do  now.  So  your 
job  is  bigger  now  than  it  has  ever  been. 

You  must  keep  this  company  and  its  products  everlastingly 
in  the  minds  of  your  buyers.  That  means  contacts  and  more 
contacts,  whether  you  ran  promise  delivery  or  not.  You 
have  a  new  sales  story  to  tell.  It's  the  story  of  this  company, 
what  it  stands  for,  and  what  it  is  trying  to  do.  Be  certain 
that  you  get  this  story  across  clearly  to  your  dealers.  It’s 
voiir  sales  insurance  for  future  business. 


Now  about  our  advertising.  Why  advertise  when  we  can’t 
deliver?  For  the  best  reason  in  the  world.  Because  this 
company  is  in  business  to  stay.  I  say  again  that  this  national 
emergency  is  only  temporary.  Rut  what’s  going  to  happen 
when  it’s  over?  People  still  have  definite  needs  for  the 
products  we  make.  Do  you  want  these  millions  of  buyers 
to  forget  us  and  our  line?  If  they  do,  we’ll  be  all  out  of  jobs. 

.Advertising  is  more  important  right  now  than  ever  before. 
It  is  a  bigger  job  to  do  because  it  must  keep  people  sold  on 
our  products,  even  though  thev  can’t  buy  them.  We’re  not 
only  going  to  continue  our  advertising — we’re  going  to  do 
even  more.  It’s  another  form  of  business  insurance. 

You  keep  your  dealers  sold.  Our  advertising  keeps  our 
customers  sold.  Sales  and  advertising  must  and  will  work 
together  for  the  future  prosperity  of  this  company  and  its 
employes. 

You  will  hear  about  companies  whose  salesmen  have 
ceased  to  make  their  regular  calls.  These  same  companies 
have  stopped  advertising.  Our  policy  is  different.  We  believe 
that  in  the  long  run  we  udll  prosper  while  they  will  fait. 

Keep  all  of  these  things  in  mind.  Remember  you’re  selling 
for  the  future  as  well  as  for  right  now.  And  don’t  pay  too 
much  attention  to  this  “depression  after  the  boom”  talk.  If 
you  do  your  job  as  we  intend  to  do  ours,  there’ll  be  no 
depression  for  us. 

Sincerely  vours. 


The  foregoing  letter  was  forwarded  to  Sales  Management  Magazine  by  a  reader  who  did  not  identify  the  author.  A 
footnote  at  the  bottom  of  the  letter  reads,  “The  letter  was  written  by  one  of  the  greatest  sales  managers  we  have  ever 
known.  It  was  dated  April  21.  1918.” 


If  you  are  in  business  to  stay  and  want  SfiOO 
proyressive,  sales-minded,  building  specialties 
dealers  to  know  it,  write  me  for  more  details. 


A  clever,  informative,  16-page  booklet,  "Adver¬ 
tisers’  Guide  to  a  Seller’s  Market,”  has  been 
reprinted  by  Printers  Ink.  I  would  be  glad  to 
send  you  a  complimentary  copy,  just  drop  me 
a  line  for  it. 


SYLVAN  HOFFMAN,  BUILDING  SPECIALTIES 
425  Fourth  .Ave.,  New  York  16,  N.  Y. 
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beyond  compare 


That  is  the  verdict  of  dealers  throughout  the  country  who 
handle  Cermak  plastic  wall  tile.  If  you  are  not  already  familiar 
with  the  many  advantages  offered  by  this  popular  two-style 
line,  it  will  pay  you  to  check  the  important  sales  features  given 
below.  You,  too,  can  enjoy  added  profits  from  handling 
Cermak’s  superior  plastic  wall  tiles. 


^  Cermak's  two-style  line  gives  you  increased  customer  selec¬ 
tion.  Standard  Cermak  gives  o  smoother,  lighter  wall  finish. 
Grouting  should  be  used.  For  a  heavier,  tufted  appearance 
recommend  Cleveland  Bevel-Edge,  with  the  deep  fiat  edge  for 
rapid  flush  installations.  No  grouting  is  necessary. 


^  Only  Cermak  tiles  are  made  by  the  exclusive  patented 
undergate  injection  moulding  process.  Increased  control  of 
plastic  flow  results  in  a  50%  stronger  tile.  Troublesome  gate 
burrs  are  eliminated.  Every  tile  is  absolutely  square  .  .  .  far 
trouble-free  installation. 

Cermak  offers  a  complete  line  of  outside  corner  tile  pieces. 
Available  in  matching  colors  these  corner  tiles  give  every  installa¬ 
tion  an  added  beauty  —  make  every  installation  faster  and  more 
profitable.  Same  corner  tiles  can  be  used  with  either  tile  style. 


Oeveland  Bevel-Edge 


Field  Tile 


Standard  Cermak 
Field  Tile 


^  Unlimited  color  combinations  ore  possible  with  Cermak  tiles. 
Field  tiles  are  available  in  26  rich  plain  or  marbleized  colors. 
Trim  tiles  are  furnished  in  8  harmonious  shodes.  Exclusive  Cermak 
undergating  assures  better  color  control  in  ail  marbleized  tiles. 

Nine  Cermak  tile  pieces  and  extensive  color  selection  assure 
freedom  of  trim  design.  Detailed  instructions  are  available  for 
many  unusual  custom  built  border  designs. 


We  regret  that  temporarily,  due  to  circumstances  beyond  our  con¬ 
trol,  we  cannot  establish  new  Cermak  Dealers.  However,  now  is 
the  ideal  lime  to  prepare  for  increased  profit  in  the  future.  Acquaint 
yourself  with  the  amazing  profit  potential  of  this  popular,  fast 
selling  line.  Include  Cermak,  the  superior  plastic  wall  tile,  in  your 
future  sales  plans.  a4m* 


WRMAK  mi  COMPANY,  INC. 

<lf01  IrDokpark  Road  .  Clovolood  29,  Okio 
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Acoustical  and  Industrial  Insulation 


CORRECTION 


Offers  You  A 

BIG  BUSINESS 


CONTROL 


OPPORTUNITY  NOW 

If  you  are  a  live-wire  dealer  interested  in  buUdinq 
your  volume  to  tremendous  proportions,  SFRAYZOTE 
otters  you  a  brand  new  product  with  limitless  possi 
bilities.  There  is  no  product  available  to  you  today 
that  otters  a  greater  range  oi  prospects,  or  larger 
profit  opportunities.  If  you  want  to  expand,  invest! 
gate  It  today. 


Study  These  Markets: 

SproyKote  has  an  extremely  high  coefficient  of  sound  absorption  and 
is  completely  incombustible.  This  makes  it  ideal  for  interior  insulotion 
in  churches,  auditoriums,  offices,  restaurants  and  theatres. 

Condensation  con  be  effectively  controlled  by  SproyKote.  This  opens  a 
tremendous  industrial  market  for  applicators.  SproyKote  con  also  be 
applied  directly  to  masonry  walls  and  plasterboard  ceilings,  adding  to 
the  applicators'  markets. 

SproyKote  is  an  ideal  material  for  thermal  insulation.  Sprayed  from  e 
gun  directly  on  any  surface  it  forms  a  uniform  coating.  It  eliminates 
the  dust  usually  present  during  insulation  application,  and  is  water- 
repellent,  rust-resistant,  wind-tight,  and  fireproof. 


BIG  PROFITS— LARGE  VOLUME-.A  NEW  FIELD 
- WRITE  FOR  DETAILS - 

SPRAYED  INSULATION,  INC. 

56-58  CRITTENDEN  ST.  NEWARK  4.  N.  |. 
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On  tke  House .  .  . 


rpHE  recent  NPA  order  prohibit- 
ing  the  manufacture  of  certain 
aluminum  building  specialties  in¬ 
spired  this  department  to  call  up 
a  number  of  local  dealers  and  get 
their  reaction.  The  answer  of  Mr. 
K  sums  up  the  attitude  of  all  the 
dealers  questioned.  “This  is  too 
profitable  a  business  to  quit,”  said 
Mr.  K.  “I’ve  got  a  wonderful  sales- 
force  and  they  can  sell  anything. 
If  aluminum  products  aren’t  avail¬ 
able,  I’ll  sell  wood,  steel  or 
plastics.” 

«  *  * 

This  department  thinks  Mr.  K’s 
idea  is  sound.  What’s  more  there 
will  be  no  lack  of  customers  in  both 
the  old  and  new  construction  fields. 
Both  Raymond  Foley  of  the  HHFA 
and  Sen.  John  Sparkman  have  as- 
•sured  home  builders  that  there  will 
be  no  further  controls  on  home 
building  and  that  the  Administra¬ 
tion’s  goal  for  1951  is  .still  850,000 
homes.  As  far  as  old  construction 
goes  it  is  worth  keeping  in  mind 
that  in  a  period  of  inflation  there 
is  a  strong  tendency  to  invest  in 
real  property  and  to  the  home  own¬ 
er  the  best  investment  is  his  own 
home.  If  the  roaring  business  that 
most  dealers  are  doing  is  any  cri¬ 
terion,  there  can  be  no  doubt  that 
the  home  owner  is  really  inve.sting 
in  home  improvements. 

«  «  * 

Despite  shortages  business  in 
general  is  still  booming.  Business 
loans  by  Federal  Reserve  member 
banks  rose  to  a  new  high  during 
January  and  reached  the  unprece¬ 
dented  total  of  $17,972,000,000. 
That  this  prosperity  is  reflected  in 
our  standard  of  living  is  evident 
from  figures  compiled  by  the  Bu¬ 
reau  of  Labor  statistics  which 
.show  that  4  out  of  every  10  Ameri¬ 
can  families  have  a  net  worth  of 
$.5,000  or  more,  while  one  out  of 
every  10  is  worth  $25,000  or  over. 
What  these  statistics  mean  is  that 
more  and  more  Americans  are  en¬ 
tering  the  middle  class — the  class 
(Continued  on  Page  40) 
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NERSICA  Convention  To  Be  Held 


In  New  Yoik  March  5-7 


Controls,  Soles,  and  Management  Will  Be  Discussed 
By  Top  Government  Officiols  and  Business  Experts 


The  Northeastern  Rooting,  Sid¬ 
ing  and  Insulation  Contractors 
Assn,  will  hold  one  of  its  most  im¬ 
portant  conventions  in  New  York 
at  the  Hotel  Commodore  on  March 
5,  6,  and  7,  1951.  Since  many  spe¬ 
cialty  dealers  are  members  of  the 
a.ssociation  and  numerous  building 
specialty  manufacturers  will  ex¬ 
hibit  their  products,  all  dealers 
should  consider  this  convention  a 
“must.” 

Of  especial  importance  to  spe¬ 
cialty  dealers  will  be  those  meet¬ 
ings  at  the  convention  which  will 
deal  with  the  problems  of  doing 
business  in  a  period  of  shortages 
and  controls.  Known  as  the  “Cur¬ 
rent  Conditions  Clinic,”  the.se  ses¬ 
sions  will  present  some  of  the  high¬ 
est  officials  in  important  govern¬ 
ment  bureaus  who.se  activities 
affect  the  intere.sts  of  the  building 
specialty  business. 

Top  officials  of  the  Economic 
Stabilization  Administration  and 
the  Federal  Re.serve  Board  will 


di.scu.ss  price  controls  and  Regula¬ 
tion  W.  Senator  John  Sparkman  of 
Alabama  will  deliver  the  keynote 
addre.ss  and  will  speak  on  the  plight 
of  the  small  busine.ssman  today. 
He  will  speak  in  his  capacity  as 
Chairman  of  the  Senate  Select 
Committee  on  Small  Busine.ss. 
Sparkman  has  worked  closely  with 
Ner.sica  in  the  past  and  is  the  Ad- 
mini.stration’s  recognized  spokes¬ 
man  on  housing  in  the  Senate. 

Unlike  previous  conventions,  the 
New  York  meeting  will  not  con- 


What  HPA  Means 
By  "Sash  Slides" 

The  last  item  in  List  A  of  the 
NPA’s  M-7  aluminum  order  is 
storm  windows.  Next  to  this  item 
in  parentheses  are  the  words  “sash 
slides.”  Most  manufacturers  have 
interpreted  these  words  to  mean 
that  aluminum  INSERTS  in  com¬ 
bination  windows  will  be  permitted 
although  there  has  been  no  official 
NPA  ruling  as  yet. 


Hotel  Commodore  will  be  the  scene 
of  the  NERSICA  Convention. 


fine  itself  to  any  one  topic,  but  will 
divide  its  time  to  give  adequate 
consideration  to  controls,  .sales,  and 
management. 

In  charge  of  an  elaborately  pre¬ 
pared  sales  program  is  Don  W. 
Patter.son  member  of  the  educa¬ 
tional  committee  of  the  Sales  Ex¬ 
ecutives  Club  and  supervisor  of 
special  sales  programs  at  CCNY. 
Under  Mr.  Patterson’s  direction 
and  through  cooperation  with  the 
City  College  School  of  Business, 
New  York,  a  brief  typical  sales 
training  program  will  be  presented. 
It  is  hoped  that  this  program  will 
.serve  as  a  guide  for  a  Nersica 
Sales  Training  Program,  which  the 


Shown  above  is  H)e  floor  plan  of  the  NERSICA  convention  at  the  Hotel  Commodore.  By  checking  this  plan  against  the  list 
of  exhibitors  on  pages  27  and  30  of  this  issue,  it  is  an  easy  matter  to  locate  the  booth  or  display  of  any  company. 


As.sociation  hopes  to  establish  in 
the  near  future. 

Following  the  breakaway  Tues¬ 
day  luncheon  which  will  begin  the 
Sales  Program,  to  be  keynoted  by 
a  nationally  known  sales  specialist, 
a  three-hour  program  will  be  pre¬ 
sented  on  the  subject  of  “Getting 
them  to  say  YES.”  Assigned  by  Dr. 
Robert  A.  Love,  the  Midtown  Cen¬ 
ter’s  Director,  to  assist  Don  W. 
Patterson  in  making  this  sales 
presentation,  will  be  training  su¬ 
pervisors  from  the  City  College 
Midtown  Business  Center  where 
the  New  York  Sales  Executive 
Club  sponsors  its  training  program. 

Sales  Presentation 

Speaking  of  the  theme  of  the 
three-hour  sales  presentation,  Mr. 
Patterson  .said:  “A  prospect  never 
says  ‘No’  when  he  is  convinced  he 
will  benefit.  At  the  Convention  we 
plan  to  prove  that.” 

“We  hope  the  members  will  come 
well  prepared  with  problems,  be¬ 
cause  we  are  in  the  solution  busi¬ 
ness.  I  don’t  think  it  is  an  exagger¬ 
ation  to  predict  that  nobody  will 
walk  away  from  our  presentation 
without  new  sales  ideas  that  are 


immediately  applicable  on  the  job.” 

For  thirty  years  a  successful 
.sales  manager,  Mr.  Patterson  be¬ 
lieves  in  organized  selling.  At 
CCNY  he  develops  salesmen  who 
know  what  they  are  doing,  as  a 
result  of  thorough  grounding  in 
sales  fundamentals. 

“If  the  product  isn’t  moving, 
there  is  a  .sore  spot  somewhere  in 
the  selling  operation,”  he  .says, 
“The  job  then  is  to  i.solate  that 
sales  function  and  to  correct  the 
condition.” 

An  important  part  of  the  pro¬ 
gram  will  be  the  display  of  visual 
material  showing  what  the  City 
College  building  indu.stry  unit  has 
accomplished  in  cooperation  with 
such  organizations  as  the  National 
Retail  Hardware  A.ssociation  Na¬ 
tional  Contract  Hardware  A.ssocia¬ 
tion,  National  Retail  Lumber  Deal¬ 
ers  As.sociation,  New  Jersey  Home 
Builders  As.sociation,  New  Jersey 
Lumbermen’s  Association,  New 
York  Lumber  Trade  A.s.sociation, 
Northeastern  Retail  Lumbermen’s 
Association,  American  Society  of 
Architectural  Hardware  Consul¬ 
tants  and  Producers’  Council,  Inc. 

But  preparing  for  a  prolonged 


period  of  successful  selling  means 
more  than  giving  a  pep  talk  to  the 
.salesmen.  It  means  embarking  on  a 
sound  sales  training  program. 

It  is  the  concept  of  sales  “prin¬ 
ciples”  that  will  be  stressed  at  the 
convention.  How  many  of  your  sales¬ 
men,  for  instance,  really  have  an 
understanding  of  why  people  do 
the  things  they  do?  How  many  ap¬ 
preciate  the  importance  of  varying 
their  approach  according  to  certain 
tell-tale  signs?  How  many  have  the 
ability  to  employ  trial  closings? 
How  many  know  how  to  use  their 
voices  in  a  manner  that  holds  the 
attention  and  sways  the  feelings  of 
a  prospect?  And  how  many  know 
how  to  analyze  the  .sale  they  did 
not  make? 

Management  Section 

The  management  .section  of  the 
1951  Convention  will  feature  a  re¬ 
turn  of  Dr.  Charles  Reitell,  who 
conducted  the  four  day  Manage¬ 
ment  Clinic  of  the  1948  Convention. 
Again  drawing  on  the  wealth  of  his 
experience  and  knowledge  of  the 
roofing  and  building  specialties 

(Continued  on  Page  27) 


February,  1951 


15 


ATTIC  FANS  Can 
The  Year  Round 


Break  down  the  old-foshioned  notion  that  they 
can  be  used  only  in  summer  and  promote  their 
winter  advontoges,  then  yonr  sales  will  boom 


Be  Sold 


IF  you  have  not  handled  bath¬ 
room  and  attic  fans  up  to  now, 
this  is  a  good  time  to  start  thinking 
about  them.  Although  they  are 
commonly  thought  of  as  summer 
items  they  are  actually  specialties 
with  a  year  round  use.  Attic  fans, 
for  example,  can  be  as  useful  in 
winter  as  in  summer  although  few 
home  owners  or  dealers  realize 
this.  Even  home  owners  who  now 
have  attic  fans  shut  them  off  dur¬ 
ing  the  cold  months  and  forget 
about  them. 

The  fact  is  that  an  attic  fan  can 
be  u.sed  as  effectively  for  ventila¬ 


tion  in  winter  as  in  summer.  Dur¬ 
ing  the  cold  months  the  average 
private  house  is  shut  up  tight  to 
.save  fuel.  Under  such  conditions 
the  air  quickly  becomes  stale  and 
laden  with  tobacco  and  cooking 
odors.  Opening  the  windows  and 
storm  sash  does  not  always  solve 
the  problem.  If  there  is  a  .strong 
wind  blowing  the  result  is  a  sudden 
draft  and  rain  or  snow  may  blow 
in  at  the  .same  time.  If  there  is  no 
wind  and  the  windows  are  opened, 
the  room  becomes  chilled  long  be¬ 
fore  the  stale  air  can  be  exhausted. 
Opening  the  window  ju.st  a  crack 


At  left  is  a  com¬ 
pleted  installa¬ 
tion  of  an  attic 
fan  with  automa¬ 
tic  grille.  Pulling 
the  string  auto¬ 
matically  opens 
the  grille  and 
starts  the  fan. 
The  fan  is  located 
in  the  ceiling  of 
a  central  passage 
which  effectively 
permits  air  to  be 
drawn  through  it 
from  all  rooms  in 
the  house. 

courtesy  Hunter 
Fan  and  i'entilation 
Co. 


at  the  top  or  bottom  does  not  get 
rid  of  stale  air  fast  enough. 

For  most  home  owners  this  situ¬ 
ation  results  opening  and  closing 
of  the  window  occasionally  in  a 
futile  effort  to  clear  the  air.  A 
.simple  .solution  is  to  turn  on  the 
attic  fan  and  “crack”  the  ground 
floor  window  at  the  top.  In  a  short 
time  the  fan  will  exhaust  the  .stale 
air  and  at  the  same  time  will  draw 
in  enough  air  from  outside  through 
the  “cracks”  at  the  tops  of  the 
windows.  After  about  15  or  20 
minutes  of  silent  operation  the  fan 
can  be  shut  off.  If  there  are  guests 
in  the  house  they  will  not  even 
know  that  the  fan  has  been  in 
operation. 

Summer  Use 

In  the  summer  such  fans  are 
turned  on  after  the  sun  sets  and 
draw  the  cool  night  air  into  the 
hou.se  through  ground  floor  or  ba.se- 
ment  windows  and  out  through  the 
attic.  During  a  hot  summer’s  day 
the  sur’s  rays  can  make  the  air  in 
an  uninsulated  attic  ri.se  to  as  much 
as  135  degrees.  This  accumulated 
heat  radiates  downward  to  all  parts 
of  the  hou.se.  When  the  sun  goes 
down  in  the  evening  the  air  tem¬ 
perature  outside  the  home  drops 
from  10  to  as  much  as  20  degrees. 
Unfortunately,  the  warm  air  ac¬ 
cumulated  in  the  house  and  attic 
during  the  day  retains  its  heat  and 
it  is  thus  warmer  inside  the  house 
(Continued  on  Page  28) 


Left;  Sprayed  insulation  applied  to  underside  of  corrugated  metal  deck  keeps  out  sun’s  heat  and  cuts  interior  heating  costs. 
Center:  Applying  insulation  to  walls  and  ceiling  with  spray  gun.  Right:  Ballroom  ceiling  insulated  to  reduce  noise. 


SPRAYED 


Here's  a  iirepreoi  preduei  that  insulates, 
prevents  condensation,  cuts  excessive 
noise  —  and  provides  big  proiits! 


SPRAYED  insulation  is  a  light¬ 
weight  product  composed  of 
a.sbe.stos  and  mineral  wools,  using 
an  adhesive  w'hich  though  water 
.soluble,  will  not  be  affected  by  mois¬ 
ture,  condensation,  or  steam,  and 
therefore  remains  in  place  perma¬ 
nently.  It  fulfills  a  much  needed 
requirement  for  purposes  of  acou- 
.stical  correction,  insulation,  con- 
den.sation  control,  and  fireproofing. 
Its  internal  binder  assists  the 
fibers,  interlocked  during  applica¬ 
tion,  to  support  their  own  weight. 
Thicknesses  to  1  •,  2"  can  be  applied 
without  mechanical  support. 

Applied  by  spraygun,  this  insul¬ 
ation  becomes  a  part  of  the  surface 
to  which  it  is  applied  and  will  con¬ 
form  to  exi.sting  surfaces  and 
shapes  to  form  a  mono-lithic  sur¬ 
face  whether  for  acoustics  (sound 
deadening)  or  insulation.  An  un¬ 
even  ceiling  can  be  leveled  and 
rough,  unsightly  lines  removed 
from  poured  concrete  or  concrete 
slab  construction  leaving  a  traver¬ 
tine  textured  effect  that  can  be 
oversprayed  with  ca.sein  paint  in 


By  James  L. 
KEMPTHORNE, 
President, 
Sprayed 
Insulation,  Inc. 


any  color  desired. 

Because  of  its  noncombustible 
fibers,  sprayed  insulation  affords 
a  fire-proofing  when  applied  to  steel 
deck  above  a  conventional  hung 
ceiling  of  metal  lath  and  plaster, 
or  perforated  metal  pan.  Schools 
and  hospitals  require  a  hard  sur¬ 
face  which  can  be  easily  cleaned 
and  where  perforated  acoustic  pan 
is  used,  the  problem  of  fireproof¬ 
ing  above  the  pan,  on  steel  deck, 
is  overcome  by  the  use  of  a  sprayed 
on  incombustible  acoustical  mate¬ 
rial. 

School  swimming  pools  are  a 
problem  due  to  the  existence  of 
warm  humid  air  which  comes  in 


contact  with  plaster,  concrete,  or 
steel  deck,  and  con.sequently,  causes 
condensation.  By  the  application 
of  sprayed  insulation  to  the  cell¬ 
ing  surface  condensation  is  elimi¬ 
nated. 

This  is  also  true  in  prefabricated 
metal  buildings  that  are  used  for 
the  .storage  of  materials  that  can 
be  damaged  by  condensation.  The 
application  of  1"  of  sprayed  insula¬ 
tion  to  corrugated  or  flat  .steel,  side¬ 
walls,  and  deck  areas  is  usually 
sufficient  to  accomplish  the  triple 
purpo.se  of  conden.sation  elimina¬ 
tion,  insulation,  and  sound  deaden- 
ing  for  the  single  cost. 

The  New  York  Fire  Department 
Repair  Shop.s,  Hunters  Point,  L.  I., 
presented  a  typical  problem.  The 
poured  concrete  arched  deck  cre¬ 
ated  a  terrific  noise  factor.  The  aj)- 
plication  of  %"  to  the  concrete 
deck  reduced  the  undesirable  noi.se. 
Sprayed  insulation  has  been  ap¬ 
plied  to  various  quonset  type  build¬ 
ings  for  the  Bendix  Corp.,  aircraft 
hangars  at  Westchester  County 
Airport,  City  of  South  Bend  stor 
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age  buildings,  Standard  Oil  Co.  of 
N.  J.,  Bureau  of  Standards,  and 
hundreds  of  others,  to  Butler  type 
prefabricated  steel  and  corrugated 
transite  structures  for  inulation 
and  acoustical  correction  including 
the  jet-test  .stands  for  Reaction 
Motors,  Lake  Denmark,  N.  J.,  the 
Matheson  Co.,  International  Air¬ 
port,  Naval  Reserve  Armories, 
Philadelphia  Southwe.st  Airport 
T-hangar.s,  National  Guard  Struc¬ 
tures  to  cite  a  few. 

Sprayed  insulation  is  being  ap¬ 


eliminated  the  condensation,  but 
provided  exceptional  acoustical 
correction  which  usually  is  much 
needed  in  swimming  pools. 

The  capital  required  for  the  en¬ 
try  to  this  very  desirable  branch 
of  the  building  industry  usually 
amounts  to  approximately  $6,000 
for  necessary  equipment  and  mate¬ 
rials,  and  the  average  intelligent 
workman  can  easily  do  the  work. 

A  crew’  of  three  is  required  for 
each  set  of  equipment,  a  foreman 
who  handles  the  spraygun  and  su- 


mSULATiON 


plied  to  concrete  deck  on  one  of  the 
vital  structures  at  Aberdeen  Prov¬ 
ing  Grounds  for  the  U.  S.  A.,  Corps 
of  Engineers  and  has  been  speci¬ 
fied  through  the  Dept,  of  the  Army, 
Corps  of  Engineers,  Gravely  Point, 
Washington,  D.  C.,  for  aircraft 
hangars.  The  problem  of  eliminat¬ 
ing  condensation  and  dripping  in 
swimming  pools  has  been  overcome 
by  the  application  of  sprayed  insul¬ 
ation  to  the  plaster,  concrete,  and 
steel  decks  of  the  St.  George  Swim¬ 
ming  Pool,  St.  George  Hotel,  Brook¬ 
lyn,  N.  Y.,  New  Jersey  Police  Bar¬ 
racks,  Trenton,  N.  J.,  Kimberley 
School,  Montclair,  N.  J.,  and  many 
others. 

After  many  attempts  to  over¬ 
come  this  conden.sation  by  the  ap¬ 
plication  of  oil  paint  to  the  sur¬ 
faces,  the  sprayed  material  not  only 


pervi.ses  the  application,  a  .second 
man  for  tamping,  cutting  and 
applying  the  adhesive,  and  a  third 
man  for  tending  the  hopper,  and 
a.ssi.sting  in  moving  equipment  and 
in  temping. 

Each  new  applicator  is  trained 
by  a  factory  supervisor,  thereby, 
insuring  a  very  desirable  profit  on 
the  very  first  job  as  well  as  proper 
instruction.  The  margin  of  profit 
depends,  of  cour.se,  upon  the  vol¬ 
ume  of  footage  applied  and  the 
proper  supervision  of  the  foreman 
of  each  crew,  but  mo.st  jobs  run 
from  5,000  to  10,000  .sq.  ft.  and  can 
realize  a  net  profit  of,  approxi¬ 
mately,  25  per  cent.  Comparing 
the  profit  po.s.sible  with  this  busi¬ 
ness  to  the  profits  enjoyed  from 
other  branches  of  con.struction 


makes  it  obvious  that  sprayed  in¬ 
sulation  yields  a  far  better  return. 

The  busine.ss  of  sprayed  insula¬ 
tion  should  be  tied  in  with  some 
comparable  busine.ss  such  as  w’eath- 
ercoating,  insulation,  roofing  and 
siding,  or  guniting,  but  the  income 
po.s.sible  to  the  applicator  depends 
largely  upon  his  individual  sales 
and  executive  force  as  well  as  his 
reputation,  aggre.ssivene.ss,  and 
production  developed. 

Due  to  the  fact  that  sprayed  in¬ 
sulation  is  becoming  more  and 
more  required  by  leading  architects 
throughout  the  country  and  the 
need  for  a  lightweight  fire  resistant 
material  of  this  type,  efforts  put 
forth  for  the  inclusion  of  sprayed 
insulation  in  specifications  for  new 
construction  and  exi.sting  struc¬ 
tures  can  carry  the  weight  of  op¬ 
erations  for  those  involved  in  con¬ 
struction  who  have  been  affected 
by  price  cutting,  saturation,  unfair 
competition  and  unorthodox  busi¬ 
ness  methods. 

The  president  of  a  roofing  and 
siding  company  in  Indiana  devotes 
most  of  his  time  to  the  promotion 
of  sprayed  insulation  and  has  prac¬ 
tically  eliminated  his  former 
.sources  of  income.  A  Los  Angeles 
applicator  who  formerly  devoted 
the  entire  energies  of  his  organiza¬ 
tion  to  the  promotion  of  acoustic 
tile  found  that  a  far  greater  profit 
could  be  realized  from  sprayed  in¬ 
sulation,  and  consequently,  has 
practically  given  up  his  efforts  to¬ 
ward  the  .sale  of  tile.  A  St.  Louis 
applicator  w’ho  was  in  the  roofing 
business  hesitated  to  expend  teo 
(Continued  on  Pa</e  31) 


Left;  Note  how  insulation  conforms  to  shape  of  school  dining  room  here.  Center:  Sprayed  insulation  used  here  for  fire¬ 
proofing  and  heat  protection.  Right:  Ceiling  of  swimming  pool  in  school  insulated  against  excessive  noise  and  condensation. 


Photos  courtesy  Strayed  Insulation,  Inc. 
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Weatherstrip  Prime  Windows 
To  Reduce  Condensation  On 
Combination  Stoim  Sash 


Many  dealers  are  throwing 
away  profit  opportunities  by 
not  installing  weather  stripping 
along  with  combination  windows. 
Even  if  the  combination  window 
you  sell  is  supposed  to  be  weather 
tight,  it  is  extremely  desirable  to 
weather  strip  the  prime  window. 
Research  by  heating  and  ventila¬ 
tion  engineers  has  shown  that 
I  weatherstripping  and  storm  win¬ 
dows  perform  different  though 
complimentary  functions. 

Basically,  the  function  of  the 
storm  window  is  to  prevent  loss  of 
heat  by  conduction.  On  the  other 
hand,  the  job  of  weatherstripping 
is  to  prevent  draughts  and  the 
leakage  of  warm  air  through  the 
cracks  around  the  prime  window. 
Oddly  enough,  it  has  been  found 
that  storm  windows  do  not  have 
to  be  absolutely  weather  tight.  In 
fact,  it  is  desirable  that  they 
“breathe”  a  little  and  allow  slight 
infiltration  of  air  from  the  out¬ 
side  into  the  space  between  the 
storm  and  primary  window’.  This 
is  especially  true  where  condensa¬ 
tion  is  a  problem. 

Condensation 

Dealers  sometimes  find  that 
even  though  they  have  done  an 
excellent  job  of  installation  they 
may  still  get  complaints  about 
fogged  windows  caused  by  conden¬ 
sation.  The  way  to  avoid  this  is  to 
do  a  very  thorough  job  of  weather- 
.stripping  the  prime  window  and 
then  install  the  combination  so  that 
a  very  slight  amount  of  air  from 
outside  can  get  past  it.  It  is  not 
desirable  to  allow  cracks  between 


the  window  frame  and  the  com¬ 
bination  which  are  large  enough  to 
permit  actual  circulation  of  cold 
air  between  the  two  windows  since 
this  would  eliminate  the  value  of 
the  storm  window.  But  a  slight 
crack  near  the  bottom  which  has 
not  been  caulked  may  do  the  job 
very  well.  It  is  also  possible  to  get 
the  same  results  by  drilling  small 
holes  through  the  bottom  of  the 
storm  window.  However,  drilling 
holes  in  window  is  frowned  upon 
by  most  manufacturers  and,  in¬ 
deed,  this  is  not  the  general  prac¬ 
tice.  The  equivalent  of  about  1 
square  inch  of  opening  is  usually 
needed  to  dilute  the  moist  air  leak¬ 
ing  through  the  house  window  with 
the  dry  air  from  outside. 

Reduces  Moisture 

This  dilution  is  enough  to  great¬ 
ly  REDUCE  the  condensation  on 
the  inner  surfaces  of  the  storm 
sash  but  it  will  NOT  ELIMINATE 
ALL  condensation.  It  is  impossible, 
even  with  the  best  weatherstrip¬ 
ping,  to  completely  prevent  a  cer¬ 
tain  amount  of  air  leakage  from  the 
house  and  it  is  this  moist  air  which 
condenses  or  freezes  (depending  on 
the  outside  temperature)  when  it 
strikes  the  inner  surface  of  the  cold 
storm  window’. 

If  you  run  into  complaints  about 
{Continued  on  Page  31) 

Illustrations  in  right  hand  column  show 
methods  used  to  weatherstrip  prime 
wood  double  hung  window.  A  shows  rib 
strip  at  head.  B  shows  two  hooks  at  meet¬ 
ing  rails.  C  illustrates  sill  treatment  while 
D  and  E  show  method  used  for  upper  and 
lower  sash. 

Drawings  courtesy  Security  Co. 
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Salesman  With  Relaxed  Attitude 
Disarms  Customer  Resistance 

Indiana  dealer  trains  men  to  act 
naturally,  speak  easily  and  create 
a  friendly  informal  atmosphere 


By  ROBERT  E.  BERK 
Special  Correspondent 
Building  Specialties 


The  salesman  should  find  the 
softest  chair  in  the  house  and 
sit  down  as  though  he  were  getting 
ready  to  talk  to  his  closest  friend. 

If  your  prospect  is  a  housewife, 
and  she  goes  into  the  kitchen  and 
remains  there  for  an  unreasonable 
length  of  time,  ask  her  for  a  glass 
of  water.  This  will  bring  her  out  of 
the  kitchen. 

If  you  call  at  a  home  and  find 
that  either  the  husband  or  wife  is 
not  at  home,  inform  the  prospect 
that  you  just  stopped  by  to  say 
hello. 

The.se  are  .some  of  the  “.sales 
tools”  being  in.stilled  in  the  6  sales¬ 
men  of  the  Gem  Window  Co.,  3847 
Broadway,  Gary,  Ind. 

Find  Comfortable  Chair 

N.  Golson,  owner  of  the  firm, 
.states  that  “it’s  important  for  a 
.salesman  to  utilize  and  account  for 
his  time  effectively,  and  one  of  the 
best  methods  to  accomplish  this 
end  is  to  act  naturally,  speak  easily, 
and  convey  a  re.stful  and  relaxed 
attitude.  This  is  why  our  .salesmen 
are  urged  to  find  a  comfortable 
chair  when  calling  on  a  prospect; 
such  comfort  aids  him  in  develop¬ 
ing  a  relaxed  air.  This  ‘air,’  or  qual¬ 
ity,  is  transferred  to  the  prospect 
in  .such  a  manner  that  it  di.sarms 
him  of  sales  resistance. 

“This  .same  relaxed  method  of 


Large  picture  window  seen  here  was  storm  sashed  by  the  Gem  Co. 


delivery  should  prevail  when  the 
.salesman  pre.sents  and  demon- 
.strates  his  window,”  continues  Mr. 
Gol.son.  “His  conversation  should 
be  ordinary;  not  extraordinary. 
Not  only  does  this  aid  in  creating 
an  informal  atmosphere,  but  it  fur¬ 
ther  dispels  sales  resistance,  by 
leading  into  the  .sales  talk  via 
every-day  conversation. 

“For  example,  rather  than  blunt¬ 
ly  .state  that  combination  .storm 
windows  do  much  to  save  fuel  ex- 
pen.ses,  the  .salesman  can  more  ef¬ 
fectively  make  his  point  by  remark¬ 
ing  in  an  off-hand,  on-the-street 
manner,  about  the  pre.sent  high 
cost  of  living.  The  prospect  of 
course,  will  agree  and  make  a  state¬ 
ment  of  his  own  in  this  respect. 

At  this  juncture  the  .salesman 
is  offered  an  excellent  opportunity 
to  bring  up  the  subject  of  fuel  sav¬ 
ings  offered  by  windows,  by  re¬ 
marking  on  the  importance  of  sav¬ 
ing  money  that  is  spent  unwi.sely. 


P>om  this  point,  it  is  an  easy  mat¬ 
ter  to  cover  repair  expenses  and 
the  pre.servation  of  the  home  with¬ 
out  increasing  remodelling  ex- 
pen.ses. 

In  the  same  vein,  Mr.  GoLson  ex- 
pre.s.ses  the  opinion  that  selling  is 
purely  a  matter  of  psychology.  Dis¬ 
cussing  topics  of  mutual  interest, 
for  example,  and  “visiting”  with 
the  prospect  before  going  into  a 
general  sales  talk,  builds  confidence 
simply  becau.se  the  .salesman  is 
rapidly  being  relegated  to  the  cate¬ 
gory  of  a  “friend,”  .says  Golson. 

“It  s  a  .sad  mistake  on  the  .sales¬ 
man’s  part,  however,  if  he  dis- 
cu.s.ses  politics  or  religion.  The 
salesman  may  not  be  aware  of  it, 
but  he  might  very  well  be  .stepping 
on  his  prospect’s  beliefs  and  pre¬ 
cepts;  a  fact  that  will  kill  his  sale 
po.ssibilities  in.stantaneously,”  ex¬ 
plains  Mr.  Gol.son. 

Gem  .salesmen  do  not  mention 
(Continued  on  Page  34) 
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Have  You  Thought  Of  These 

Add  more  soles  items  to  fill  out  your  line  of  specialties 
if  shortages  are  reducing  your  business  volume 


This  pyblication  hat  contittanHy  fallowed  a  policy  of  pretenfing  new  ideas  about 
various  home  improvement  products  with  the  aim  of  helping  our  readers  expand 
their  tales  of  the  articles  they  now  tell  and  alt#  to  suggest  new  items  which 
could  open  up  additional  sources  of  profit.  Now  that  we  are  entering  upon  a  period 
of  shartages.  mony  dealers  may  find  it  difficult  to  get  a  full  supply  of  the  items 
they  have  been  handling.  To  keep  up  your  business  volume  you  may  have  to 
(a)  combine  your  present  specialty  with  one  or  more  additional  items,  (b)  continue 
with  the  some  type  of  product  made  of  substitute  moterials,  (c)  sell  a  variety 
of  items  you  have  not  handled  before.  To  help  you  moke  up  your  mind  about 
specialties  which  you  may  not  have  sold  hitherto,  BUILDING  SPECIALTIES  will 
run  a  short  series  of  articles  each  of  which  will  contain  several  brief  sketches 
about  products  you  may  wish  to  sell. 


HOME  INCINERATORS 

Home  incinerators  have  grown 
Increasingly  popular  with 
home  owners  and  storekeepers  be¬ 
cause  they  are  such  a  convenient 
and  simple  means  of  solving  the 
waste  disposal  prob'em.  In  many 
suburban  areas  garbage  Is  collected 
only  once  or  twice  a  week  and  In 
some  communities  lack  of  tax  re¬ 
sources  makes  a  satisfactory  col¬ 
lection  of  waste  a  serious  problem. 

For  the  home  owner  the  dally 
trip  to  the  garbage  can  Is  a  nui¬ 
sance.  But  the  garbage  can  Is  not 
only  an  Inconvenience,  It  Is  un¬ 
sightly  and  a  menace  to  health.  It 
Is  a  wonderful  breeding  place  for 
dl.sea.se-bearlng  flies  and  no  matter 
how  well  It  Is  covered  stray  dogs 
and  cats  manage  to  expo.se  Its  con¬ 
tents.  In  summer  It  produces  un¬ 
pleasant  odors,  especially  w'hen  It 
has  been  standing  around  for  sev¬ 
eral  days  as  is  often  the  case. 

The  modern  home  incinerator 
eliminates  the  chore  of  daily  trips 
to  the  garbage  can  in  all  sorts  of 
weather  and  provides  a  quick,  con¬ 
venient  and  sanitary  method  of 
disposing  of  waste.  They  are  odor¬ 
less  and  safe,  and  contrary  to  the 
old-fashioned  notions  of  many 


people,  they  neither  smoke  nor 
spout  fly  ash. 

Made  of  steel  or  cast  iron,  they 
are  lined  with  fire  brick  or  similar 
material  or  are  .so  built  that  they 
do  not  overheat  the  exterior  shell. 
They  are  scientifically  constructed 
to  destroy  all  waste  whether  wet  or 
dry  to  a  handful  of  fine  ash  in  a 
few  hours.  In  the  average  private 
home  the  incinerator  need  be  fired 
only  once  or  twice  a  week.  In  be¬ 
tween  these  times  it  is  perfectly 
.safe  to  keep  garbage  and  trash  in 
the  incinerator  since  no  odors 
escape  and  rats,  mice,  flies,  and 
stray  animals  cannot  enter. 

There  are  two  kinds  of  home 
incinerators  which  dealers  can  sell. 
One  is  the  portable  type  for  old 
construction  and  the  other  is  the 
wall  or  built-in  style  for  new 
homes.  Installation  in  new  con¬ 
struction  is  done  by  the  contractor 
building  the  home.  In  older  build¬ 
ings  the  dealer  does  the  installa¬ 
tion.  Two  men  can  easily  carry  the 
incinerator  into  the  cellar  where 
it  is  placed  close  to  the  chimney.  A 
hole  is  easily  cut  into  the  side  of 
the  brick  chimney  to  accommodate 
the  short  length  of  pipe  or  flue  that 
leads  from  the  incinerator.  The 
space  around  the  pipe  is  sealed 
with  asbestos  cement  and,  if  the 


model  is  gas  fired,  a  connection  is 
made  to  the  gas  pipe  in  the  cellar. 
The  work  is  easily  and  quickly 
done  and  requires  only  a  minimum 
of  training  for  the  mo.st  ordinary 
mechanic. 


VENETIAN  BLINDS 


VENETIAN  blinds  have  long 
been  sold  by  building  specialty 
dealers  because  they  are  such  ob¬ 
vious  companion  articles  for  .storm 
windows?.  In  the  last  10  years  this 
product  has  made  enormous  .strides 
and  the  pre.sent  types  are  both 
beautiful  and  efficient. 

They  are  made  of  metal,  wood, 
or  a  combination  of  the.se  two  ma¬ 
terials.  In  recent  years  all  metal 
blinds  have  become  very  popular. 
These  are  made  of  steel  or  alumi¬ 
num  and  have  a  baked  enamel  fin- 
i.sh.  Aluminum  can  no  longer  be 
used  for  blinds  but  there  is  as  yet 
no  prohibition  on  .steel. 

There  are  two  methods  of  han¬ 
dling  Venetian  blinds.  One  way  is 
to  obtain  the  knocked-down  parts 
from  a  manufacturer,  the  other  is 
to  take  the  measurements  and  or¬ 
der  the  completely  a.ssembled  blinds 
from  the  maker.  KD  metal  blinds 
are  very  ea.sy  to  assemble.  The 
manufacturer  furnishes  the  .slats 
in  the  form  of  large  rolls  which 
have  already  been  finished  with 
baked  enamel.  Cords,  tapes,  pul¬ 
leys,  tilting  gears  and  other  parts 
are  supplied  by  the  manufacturer. 
About  the  only  machinery  the 
dealer  needs  is  a  small  cutting  and 
slotting  machine.  Once  the  .slats 
are  slotted  and  trimmed  to  the 
right  length  the  rest  is  just  a.s.sem- 
bly  work  which  can  be  done  with 
surprising  speed. 
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Wooden  blinds  are  Kt^nerally 
cheaper  than  metal  ones  except  for 
those  which  have  slats  of  first 
grade  cedar.  There  seems  to  be  a 
far  greater  tendency  to  assemble 
wood  blinds  from  KD  parts  than 
to  order  them  completely  a.ssem- 
bled  from  the  manufacturer.  A 
great  deal  depends  on  the  kind  of 
deal  you  can  make  with  your  sup¬ 
plier.  Some  dealers  get  all  their 
supplies  and  parts  from  one  source 
only,  others  prefer  to  buy  the  com¬ 
ponent  parts  from  various  manu¬ 
facturers  and  make  up  their  own 
blinds.  If  you  are  really  ambi¬ 
tious  and  have  the  capital  you  can 
buy  a  machine  which  will  cut  the 
slats  for  you  from  the  crude  lum¬ 
ber  and  thereby  cut  the  cost  of 
these  parts. 

However  most  dealers  buy  the 
slats  as  well  as  the  hardware, 
cords,  tape.s,  etc.  In  addition  it  is 
neces.sary  to  have  a  painting  ma¬ 
chine  which  rolls  the  enamel  on 
the  slats,  a  power  .saw  and  an  in¬ 
expensive  machine  for  cutting 
slots.  While  there  is  a  certain 
amount  of  proce.ssing  work  in 
as.sembling  blinds,  it  is  really  a 
very  simple  operation  and  the 
dealer  who  has  assembled  windows 
will  find  no  difficulty  with  this 
product. 

INSULATING  SIDING 

TVyriLLIONS  of  new  homes  have 
been  built  during  the  past  five 
years  and  more  Americans  live  in 
new  homes  than  ever  before  in  our 
history.  The  fact  remains  that  mo.st 
of  us  live  in  old  homes  the  vast 
majority  of  which  could  stand  a 
face  lifting.  A  coat  of  paint  will 
often  do  the  trick  but  thousands 
of  home  owners  have  gotten  tired 
(Continued  on  Page  .S8) 
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MIrs.  To  Appeal  NPA  Ban  On 
Aluminum  Building  Specialties 

Order  Affects  Storm  Windows  cmd  Doors,  Awnings, 

Metal  Trim,  Residential  Siding,  and  Venetian  Blinds 


Aluminum  fabricators  ap¬ 
peared  before  the  Select  Sen¬ 
ate  Committee  on  Small  Business 
on  January  26,  1951  in  an  effort  to 
save  metal  awnings  and  combina¬ 
tion  storm  sash  from  being  de¬ 
clared  non-essential  by  the  NPA. 
Nigel  H.  Bell,  chief  of  the  light 
metals  division  of  the  NPA,  told 
the  Senate  Small  Business  Com¬ 
mittee  that  his  agency  was  consid¬ 
ering  a  ban  on  “non-essential”  uses 
of  aluminum  in  order  to  assure  an 
adequate  supply  for  the  military. 

News  Leaks  Out 

News  of  the  intended  aluminum 
order  leaked  out  of  Washington 
several  weeks  before  the  Senate 
committee  held  its  meeting.  Both 
the  National  Metal  Awning  Asso¬ 
ciation  and  the  Metal  Storm  Sash 
Institute  prepared  extensive  briefs 
replete  with  facts  and  figures  to 
show  that  the  intended  NPA  order 
would  bankrupt  the  small  compa¬ 
nies  that  comprise  both  the  metal 
storm  .sash  and  awning  indu.stries. 

Charles  E.  Hunter,  chairman  of 
the  Executive  Committee  of  the 
Metal  Storm  Sash  Institute,  called 
for  a  reexamination  of  military 
requirements  and  urged  that  the 
storm  sash  industry  be  allowed  to 
carry  on  with  at  lea.st  65  per  cent 
of  their  normal  use  of  aluminum. 
He  pointed  out  that  storm  windows 
were  essential  since  they  .saved 
heating  fuel  and  protected  the 
health  of  the  public. 

Conversion  to  wood  was  impos¬ 
sible  for  most  members  of  the  in- 
(Contivued  on  Page  38) 


The  long  awaited  NPA  aluminum  order  was  issued  just  as  we  went 
to  press  and  we  therefore  have  no  space  here  for  extended  comment. 
Included  in  the  long  list  of  articles  which  may  no  longer  be  made  of 
aluminum  are  the  following:  Awnings,  Storm  Window.^  Storm  Doora 
Screen  Doora  Mouldings  and  Trim,  Residential  Siding,  and  Venetian 
Blinds.  Excepted  from  the  order  are  aluminum  wire  screening,  win¬ 
dow  sash  inserta  Beginning  April  1,  aluminum  may  not  be  used  in 
any  of  the  articles  on  the  prohibited  list.  However,  products  in  the 
process  of  manufacture  or  assembly  on  or  up  to  March  31st  must  be 
completed  by  May  31st  and  may  be  sold  after  that  date.  The  75  per 
cent  quota  for  February  and  the  65  per  cent  quota  for  March  are  still 
effective. 


''Third  Party"  Can  Help  You  Win 
Sales  Arguments  Without  Arguing 


By  B.  R.  SCHEFF 
Genl  Soles  Manager 
Wright  Mig.  Co. 


IT  has  been  my  experience  that 
the  third  party  is  not  only  the 
“extra”  that  makes  the  difference 
between  company  and  a  crowd.  He 
is  rather  deci.sive  in  making  many 
a  sale. 

The  third  party  figures  in  the 
basic  scientific  approach  to  win¬ 
ning  an  argument  without  argu¬ 
ing.  And  that,  of  course,  is  just 
about  the  most  fundamental  rule 
of  salesmanship  of  any  kind  .  .  . 
don’t  openly  argue  or  take  a  stand 
against  your  cu.stomer.  Don’t  make 
an  opponent  of  him — at  least  not 
in  such  a  way  that  he  is  aware  of 
it.  Of  cour.se,  as  long  as  a  customer 
resists,  he  is  in  a  sense,  an  oppon¬ 
ent.  You  are  on  opposite  sides  of 
the  fence.  You  want  to  draw,  not 


try  to  forcibly  pull  him  over  to  you. 

Knowing  he  cannot  argue  direct¬ 
ly  with  a  prospect,  how  does  a 
qualified  salesman  break  through 
active  sales  resistance  By  utilizing 
a  third  party  who  does  the  arguing 
for  him.  This  may  be  described 
simply  as  the  indirect  approach  as 
opposed  to  the  direct  approach. 

This  method,  with  which  many 
top-ranking  .salesmen  have  found 
success,  may  be  referred  to  in  an¬ 
other  sen.se  as  “bringing  in  a  wit- 
ne.ss.”  The  “witness”  is  a  customer 
who  acts  as  a  friendly  third  party 
without  ever  being  physically  pres¬ 
ent  to  te.stify  .  .  .  yet  he  actually 
makes  the  .sale. 

There  is  a  parallel  to  this  in 
court  proceedings.  The  jury  relies 
more  on  the  te.stimony  of  the  wit¬ 
nesses  than  on  the  defendant’s  own 
sworn  statement.  Why?  Becau.se 
they  know  that  the  defendant  may 
(Continued  on  Page  40) 
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New  Wood  Combination 
Storm  and  Screen  Window 

Of  great  interest  to  the  field  in 
these  times  of  impending  material 
shortages,  is  the  Vacol  Invisible 
Combination  Storm  and  Screen 
Window,  distributed  by  the  George 
W.  Trapp  Company.  The  sash  is 
made  of  Western  Ponderosa  pine, 
specially  treated  with  a  toxic  water 
repellent  which  reduces  shrinking, 
decay  and  termite  action. 


The  unit  is  metal  weather  stripped 
and  Is  furnished  to  dealers  with 
a  prime  coat  of  white  paint.  Instal¬ 
lation  is  easy  and  quick — it  takes 
only  10  minutes  to  install  a  unit. 

*  *  * 

Stahl  Industries  Makes 
New  Permanent  Awning 

Stahl  Industries,  Inc.,  announces 
its  entrance  into  the  building  spe¬ 
cialties  field  with  a  superior  perma¬ 
nent  type  awning.  The  new  Stay- 
lite  awming  is  a  result  of  years  of 
research  and  development.  The 
Staylite  awning  is  a  permanent 
awning  that  will  not  rust,  rot  or 
warp.  Some  of  its  outstanding  fea¬ 
tures  are  that  it  is  stronger  than 
steel,  though  lighter  than  alumi¬ 
num  ;  it  allows  filtered  light  to  pass 
through  but  shuts  out  the  sun’s 
glare  and  heat;  the  color  is  sealed 


in,  eliminating  paint  failure. 

The  president  and  general  man¬ 
ager  is  J.  S.  Stahl  who  recently 
resigned  as  president  of  Cool  Ray 
Metal  Awning  Co.  to  head  Stahl 
Industries,  Inc.  The  Company  is 
staffed  with  capable  engineers  who 
have  had  years  of  experience  in 
the  awning  and  building  special¬ 
ties  field. 

The  Company  has  a  completely 
mechanized  plant  and  is  capable  of 
large  scale  production.  It  is  in  the 
position  to  make  prompt  deliveries 
even  during  the  peak  awning  sea¬ 
son. 

The  Staylite  awning  is  a  major 
development  in  the  permanent  awn¬ 
ing  field  because  it  overcomes  the 
principal  objections  usually  found 
in  a  permanent  type  awning  since 
it  shades  without  darkening  the 
room,  and  does  not  require  periodic 
repainting. 


«  «  * 

Kitchen  Fan 
Traps  Greasy  Vapors 

To  actually  trap  and  eliminate 
home  kitchens’  greasy  vapors, 
smoke,  and  cooking  odors  rather 
than  merely  shuttle  the  grease  into 
ducts  and  onto  the  roof,  Marvin 
Manufacturing  Company  is  now 
introducing  the  Marco  “Filter- 


Fan”  for  residences  and  apart¬ 
ments. 

The  new  Marco  “Filter-Fan” 
utilizes  principles  and  equipment 
already  proven  effective  in  commer¬ 
cial  and  railroad  dining  car  instal¬ 
lations.  It  is  available  in  four  dif¬ 
ferent  .styles  to  suit  all  types  of 
home  kitchen  construction. 

As  the  name  implies,  the  Marco 
“Filter-Fan”  consists  of  two  main 
units;  a  life-time  washable  filter 
and  a  highly  efficient  centrifugal 
blower.  The  ample  14%''  x  10%'' 
filter  traps  grease  and  dirt  before 
they  can  enter  the  fan  unit.  The 
result  is  greater  efficiency,  mini¬ 
mizing  of  fire  hazard  and  the  elim¬ 
ination  of  unsightly  grease  drip¬ 
pings. 

*  *  « 

New  Door  Check 

A  new  door  check  that  will  cost 
less  than  any  A  or  B  hydraulic 
check  yet,  according  to  claims,  will 
do  the  job  as  well  or  better,  is 
announced  by  The  New  England 
Manufacturing  and  Supply  Com¬ 
pany. 


Named  “The  Dynamatic,”  and 
constructed  along  entirely  new 
principles,  it  will,  according  to  the 
manufacturer,  never  need  any 
maintenance,  any  spring  adjust¬ 
ment,  any  ratchet  wrench  or  any 
oil  or  grea.se  application.  They  say 
it  is  permanently  set  by  one  fingei 
tip  adjustment,  is  sealed  against 
dirt  and  moisture,  guarded  against 
rust,  and  never  affected  by  pres¬ 
sure,  friction  or  temperature 
changes. 

Their  tests  have  demonstrated 
that  it  will  control  any  interior 
(Continued  on  Page  41) 
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B.  S.  REPORTER . . . 


T.  Schmidt  Appointed 
By  Borq-Womer  Corp. 

Thor  Schmidt  has  been  appointed 
Assistant  to  the  President,  Inger- 
sdII  Products  Division,  Borg-War- 
ner  Corp.  Mr.  Schmidt  previously 
was  General  Manager  of  the  High¬ 
way  Steel  Products  Co.,  Chicago 
Heights,  HI.  During  World  War  II 
he  .served,  as  an  expert  consultant 
in  research  and  development,  with 
the  Quartermaster  General  Staff. 

Mr.  Schmidt  will  handle  product 
development  operations  for  the 
Inger.soll  Products  Division. 

«  *  * 

L  H.  Mattes  To  Head 
Insulating  Siding  Ass'n 

Lee  H.  Mattes,  president  of 
Mastic  Asphalt  Corporation,  exclu¬ 
sive  manufacturers  of  Inselbric 
Products  was  recently  elected  to 
head  the  Insulating  Siding  Associ¬ 
ation  for  1951.  He  accepted  his 
office  at  the  group’s  annual  meet¬ 
ing,  held  in  October  at  the  Knicker¬ 
bocker  Hotel,  Chicago.  Mr.  Mattes 
succeeds  Stuart  H.  Ralph,  of  Flint- 
kote.  Mr.  Mattes’  va.st  knowledge 
of  siding  will  be  the  key  for  the 
future  efforts  of  I.S.A. 

*  *  4> 

Inselbric  Shows  Light 
Mortar  Shadowline  in  '51 

Mastic  Asphalt  Corporation  and 
its  national  sales  affiliate,  Jones  & 
Brown,  Inc.,  held  their  annual 
meeting  on  January  4,  5  and  6  at 
the  Hotel  Traymore,  Atlantic  City, 
New  Jersey. 

The  purpo.se  of  the  meeting  was 
to  give  the  personnel  of  the  com¬ 
bined  companies  an  insight  into  the 


new  methods  and  new  develop¬ 
ments  in  the  production  and  mer¬ 
chandising  of  Inselbric  and  Pitts¬ 
burgh  Interlock  Plastic  Wall  Tile. 

The  key-note  for  the  meeting 
was  given  by  Mr.  Clem  J.  Land, 
General  Sales  Manager  of  Jones  & 
Brown  Inc.  Mr.  Land  pointed  to 
the  extenuating  conditions  which 
will  exist  in  the  building  material 
field,  because  of  the  national  emer¬ 
gency  program.  Mr.  E.  N.  Rosen¬ 
thal,  President  of  Jones  &  Brown, 
Inc.,  welcomed  approximately  50 
members  of  both  companies. 


Home  Shows 

Where  dates  are  incomplete  \ 
they  will  be  reprinted  in  sue-  \ 
ceeding  issues  as  soon  as  full  i 
informetion  is  received. 

St.  Louis,  Mo. — Home  Builders  Assn.  ! 

of  Greater  St.  Louis — Feb.  17-25  ! 
Schenectady,  N.  Y. — Home  Builders  • 
Assn,  of  ^henectady — Feb.  IB-25  ■ 
Cleveland,  O. — Home  Builders  Assn.  ; 
of  Greater  Cleveland — Feb.  24-  ■ 
March  4  j 

Oakland,  Calif. — Assoc.  Home  Build-  \ 
ers  of  Greater  Eastbay — March  J 
3-11  ; 

Grand  Rapids,  Mich.  —  Michigan  ! 
Assn,  of  Home  Builders — March  | 
12-17  : 

Dallas,  Tex. — Home  Builders  Assn.  • 
of  Dallas — March  24-April  1  ■ 

Washington,  D.  C. — Home  Builders  j 
Assn,  of  Met.  Washington — Mar.  • 
31 -April  8  I 

Jacksonville,  Fla.  —  Home  Builders  J 
Assn,  of  Jacksonville — March  ; 
Kalamaxoo,  Mich. — Home  Builders  I 
Assn,  of  Kolomasoo^March  ! 

Sharon,  Pa. — Home  Builders  Assn.  •  j 
of  Shenango  Valley — March  • 

Albany,  N.  Y. — Home  Builders  Assn.  J 
of  Albany — ^April  1-8  J 


Wellcome  Appointed  By 
Morrison  Steel  Prod.  Co. 

Del  Wellcome  ha.s  been  appointed 
sales  representative  of  the  Mor- 
Sun  Furnace  Division  of  Morrison 
Steel  Products,  Inc.,  Buffalo,  for 
the  Metropolitan  Chicago  territory. 
Gene  Brown,  sales  manager,  an¬ 
nounced  recently. 

Mr.  Wellcome  has  been  connect¬ 
ed  with  the  heating  and  air  condi¬ 
tioning  bu.siness  since  1936  when 
he  entered  the  sales  department  of 
Minneapoli.s-Honeywell.  He  was 
sales  engineer  for  the  E.  G.  Lang- 
hammer  Company  and  district 
manager  for  the  A.skania  Regula¬ 
tor  Co. 

*  *  « 

Gillett  Appointed  Co-chedrman 
By  Producers'  Council,  NAHB 

William  Gillett,  vice-president  of 
the  Detroit  Steel  Products  Com¬ 
pany,  Detroit,  has  been  appointed 
co-chairman  of  a  newly  formed 
joint  committee  of  the  Producers’ 
Council  and  the  National  As.socia- 
tion  of  Home  Builders,  according 
to  an  announcement  by  A.  Naugh- 
ton  Lane,  Council  pre.sident. 

The  new  committee,  which  held 
its  first  meeting  during  January, 
analyzed  problems  arising  from 
the  defense  emergency  which  are 
of  mutual  intere.st  to  building  prod¬ 
ucts  manufacturers  and  home 
builders. 

The  Council  has  appointed  the 
following  manufacturers  to  the 
committee;  A.  C.  Bredahl,  Better 
Homes  Dept.,  We.stinghou.se  Elec¬ 
tric  Corp.;  J.  W.  Brown,  National 
Gypsum  Co.;  D.  D.  Couch,  Ameri- 
{Continued  on  Page  45) 
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UOHT*MVER 
DOOR  CRNOPy 


Go^tvpleic  i  Jli*te.  .  .  ,  i  *7<4«  \^S(10  Jlu^  # 

The  more  ammunition  in  your  gun,  the  better  your  chance  of  bagging  the  game.  Right.^ 
Sure  .  .  .  and  that’s  why  your  sales  are  sure  to  soar  with  the  Fawsco  line.  It’s  the  complete 
line  of  products  for  dressing  up  the  home  that  nine  out  of  ten  homeowners  need  and  want. 
Because  FAWSCO  furnishes  the  complete  line,  your  chances  are  that  much  better  for  doing 
more  business  and  in  a  bigger  w’ay! 


Saiz^?  /ill  U.  tUi4.  Bale>l- McJte>i! 

Here’s  a  smari,  compact  unit  that  shows  _ 

your  customers  the  fast-selling  FAWSCO 
products  "in  action”!  Shows  customers 
how  beautiful  FAWSCO  canopies,  awn-  ^  ^ 
ings  and  other  products  will  look  in- 

stalled  on  their  homes.  Takes  only  >  .a  ■ ' 

4'  X  5'  floor  space!  You  need  carry  no 

inventory  and  what  you  pay  for  this  |  *  *  f? 

clever  display  unit  comes  hack  to  you  I  Ij  i|QP|R  I  I 

many  times,  and  in  a  hurry!  It’s  your  TJI 

surest,  quickest  way  to  cash  in  on  the 
big  FAWSCO  market.  Send  the  coupon  tfME  MWHB 

today!  FLOOR  DltPUV 


FAWSCO  dept.b-2 

1701  FRONT  STREET 

Cuyahoga  Falk,  Ohio 

You  bet  I  leant  more  in  formation!  Knsh  hi/t,  U- 
liistratiil  h'.4  n  sco  eatalofi  to  me,  plus  details, 
inrluilinfi  price,  about  h'A  tf'UCO  aisfilay  unit! 


FAWSCO  DIVISION 


FAWSCO 


Fitts  STAMPING  t  WEtDING  CO. 

170!  FRONT  ST.  CUYAHOGA  OHIO 
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For  the  First  Time 
in  Our  Lives 

We  ore  getting  good 
Prospects  doiiy 

Getting  our  ads 
paid  tor 

Being  invited  into 
the  house  instead  of 
hoving  to  fight  our  way  in. 

DRAFTITE 

Does  Aii  This! 

W«  oro  d«olors  ond  odvortiM  rogulorly 
•n  ovr  locol  rwwspapors.  Our  advortising 
of  DRAFTITE  brings  hundrodi  of  cuttomors 
lo  buy  it  for  ono  or  moro  windows.  In 
•och  COSO  wo  got  tboir  nomo  and  oddross 
ond  Bond  o  soiosmon  o  fow  doys  lotor  on 
o  ''sorvico  visit."  Ho  is  invitod  into  tho 
kouso«  finds  that  in  most  cosos  thoro  oro 
no  storm  windows,  ond  in  o  high  por* 
contogo  of  cosos  mokos  a  solo.  Now  wo 
offor  you  tho  somo  sonsotionol  opportunity. 

DRAFTITE 

STOPS  DRAFTS  AROUND 
METAL  CASEMENT 
WINDOWS 

It  h  on  oxtrusion  moldod  plostic  "rubbor- 
liko"  motoriol,  dosignod  with  o  covo  mold- 
od  tooling  lip  on  o  U-Chonnol  to  bo  in> 
stollod  on  tho  fromo  flongo,  so  whon  tho 
vont  is  dosod  and  lockod  tho  droft  is 
oliminotod.  This  ovorcomos  o  dolinito  prob- 
lom  with  casomont  windows. 

DRAFTITE  is  oosily  instollod  from  tho  in- 
sido.  A  ton-yoor  old  child  con  do  it. 

Make  Money  With 
DRAFTiTE 

Write  or  Wire  Today  for 
free  sampie,  information 
and  iiterature. 

DRAFTin  PBODUnS  CO. 

6  Canterbury  Drive 
Doyton  9,  Ohio 

DISTRIBUTORSHIP  AVAILABLE  IN  SOME  AREAS 


//OlV  TO  DO 


Protecting  Finished  Trim 


j  To  prevent  damage  to  finished 
j  trim  from  hammer  marks  when 
j  driving  finishing  nails  into  casings 
I  take  a  Vi-inch-thick  scrap  piece  of 
!  plywood  inches  wide  by  5  inches 
I  long  to  act  as  a  guide.  Bore  Vi -inch 
j  diameter  hole  j.  inches  from  each 
end  so  plywood  can  be  placed  over 
nail  while  driving. — Submitted  by 
I  Albert  Keebler,  Ryan.  Iowa. 

I  *  *  * 

I  How  to  Take  Inside  Measure- 
I  ments  with  Folding  Rule 


I  By  using  an  ordinary  six-foot 
j  folding  rule,  inside  measurements 
I  can  be  easily  taken  for  cabinets, 
j  windows,  etc.  To  use,  fold  the 
!  rule  in  the  manner  shown  in  the 
I  .sketch,  being  sure  that  the  larger 
I  figures  on  rule  are  on  the  top  hori- 
j  zontal  member.  Place  the  ends  of 
:  rule  against  the  sides  to  be  mea.s- 
I  ured.  Using  the  reading  on  the 
j  lower  scale  as  a  reference  mark, 
j  add  this  dimen.sion  to  the  differ- 
I  ence  between  the  above  number 


and  72  inches  the  maximum  figure 
on  the  rule.  Thus  in  the  example, 
72  inches  minus  64  inches  equal  8 
inches.  Eight  inches  added  to  12, 
which  is  the  reading  on  the  lower 
.scale,  totals  20  inches,  the  differ¬ 
ence  between  the  ends  of  the  rule. 
— Submitted  by  John  E.  Benter, 
Hampton,  Iowa. 


How  To  Make  a  Table 
for  Planing  Doors 


A  table  for  planing  doors  can  be 
built  easily  and  quickly  on  the  job. 
The  extension,  which  is  built  in¬ 
tegral  on  one  side  of  the  table,  is 
constructed  with  a  continuous  slot 
for  holding  doors  tightly  in  posi¬ 
tion,  while  edges  are  planed  to  fit 
and  for  in.stalling  hinges  on  side 
rail  of  door.  Top  of  table  is  handy 
for  placing  tools  and  other  materi¬ 
al  required  as  well  as  the  inter¬ 
mediate  shelf. — Submitted  by  John 
Shular,  Bristol,  Conn. 

—  A mcrican  Builder 

*  «  * 

Squaring  a  Board 

When  a  try  square  is  not  avail¬ 
able,  a  narrow  board  can  be 
squared  by  using  a  folding  rule. 

Hold  the  second  section  of  the 
rule  against  the  edge  of  the  board. 
Then  place  the  outside  corner  of 
the  end  of  the  first  section  at  the 
20Vj{  inch  mark  on  the  third  section. 
Draw  a  line  along  the  outside  edge 
of  the  first  section  to  obtain  a  per¬ 
fect  right  angle. 
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Nersica 

(Cmitimied  from  Page  14) 

business.  Dr.  Reitell  will  return  to 
the  1951  Convention  to  show  the  I 
contractor  how  to  make  money  un¬ 
der  the  trying  conditions  of  the 
present  national  emergency. 

Through  arrangements  with  the 
a.s.sociation,  the  “Host,”  a  magazine 
di.stributed  for  the  benefit  of  visi-  i 
tors  to  New  York,  will  contain  spe¬ 
cial  features  of  interest  to  busines.s- 
men  and  their  wives  attending  the 
Convention.  A  special  .service  of 
the  New  York  Convention  and  Visi¬ 
tors  Bureau  will  operate  to  get 
theatre  tickets  for  popular  Broad¬ 
way  shows.  Exhibitors  as  in  the 
past,  will  dispen.se  hospitality  in 
various  .suites  at  the  Hotel  Com¬ 
modore. 

Rooms  Set  Aside 

About  600  rooms  have  been  set 
aside  by  the  Hotel  Commodore  for 
visitors  to  the  Convention.  The 
hotel  management  advises  early 
regi.stration  as  hotel  space  is 
getting  scarce  in  rearmament-  i 
con.scious  New'  York.  Rates  are  by  | 
the  night,  and  all  rooms  are  Euro-  ' 
pean  Plan:  j 

Singles .  $5.50-$10.00  j 

Double  Bed .  $9.00-$11.00  ' 

Twin  Beds . $10.00-$13.00 

Parlor  &  Bedroom. $16.00-$28.00 
One  Room  Suite.  .$10.00-$25.00 

All  rooms  are  subject  to  the  5 
per  cent  New  York  City  Hotel  Tax. 

The  following  companies  will 
have  booths  at  the  Convention.  By 
consulting  the  floor  plan  shown  on 
page  14  you  can  easily  locate  any 
exhibitor. 

NERSICA . 


EXHIBITOR  BOOTH 

Aeroil  Products  Co.  ....  102 

Air  Equipment  Company  .  113 

Alside.  Inc .  “C” 

Alumatic  Corporation  of  America..  127-128 

The  American  Stained  Shingle  Co.  ...  .“A” 

Arlite  Industries,  Inc .  ..  .“)” 

The  Barrett  Division  . 149-153 

The  Belson  Company . 106 

Bird  &  Son,  Inc .  131-132 

Bonafide  Cenasco,  Inc . 121 

Bostitch,  Inc .  .222 

Brixite  Mfg.  Co.  Inc .  209 

Calbar  Paint  &  Varnish  Co.  . 107 

The  Philip  Carey  Mfg.  Co .  125-126 


(Covtinued  on  Page  30) 


rhe  smart  beauty  and  w  onderful  utility  of  easy-to-install 
LUDMAN  JALOUSIES  will  win  friends  with  every  sale. 


I.udman  Jalou.sies  (Venetian 
type  or  louvered  window.s  ( are  the 
perfect,  practical  answer  to  eco¬ 
nomical  PORCH  f:NCI.OSURES. 
They’re  a  cinch  to  sell  for  bath¬ 
room  or  kitchen  windows. .  .and 
a.s  doors,  too ! 

You’ll  marvel  at  how  easy  it  is 
to  sell  Ludman  Jalousie  Comfort, 
Beauty,  Protection  .  .  .  and  most 


important  of  all.. .  VE.NTII.ATIO.N' 
WHEN  IT’S  RAINING!  Sell 
America’s  finest  jalousies  .  .  . 
produced  by  the  world’s  most 
e.xperienced  jalousie  people. 

It’s  easy  to  get  a  quick  start  in 
this  fast  growing  market.  Ludman 
has  the  rigit  plan  for  your  par¬ 
ticular  business.  Write  immediately 
for  details. 


STANDARD  AND  SPECIAL  SIZES  -  REMOVABLE  INSIDE 
SCREENS  AND  STORM  SASH 

LUDMAN  CORPORATION 


Manufacturers  of  the  Sationalty  Knoitsn 
Auto-lxsk  U'eatherstripped  Aluminum  Aacning  H'indoav 


DEPT.  BS  2  P.  O.  BOX  4541  MIAMI,  FLORIDA 


lExcEluiri 


Triple  Track 

l-Corb."na7ion  WINDOWS 

Sales  come  easy  with  FXCELUM  windows  be¬ 
cause  you're  selling  top  quolity.  Engineered 
from  the  finest  extruded  aluminum,  they  have 
eliminated  service  calls.  Sales  resistance  melts 
when  you  show  EXCELUM's  exclusive  fcoturcs 
ond  rigid  construction. 

“Cxcelum  ALUMINUM  DOORS 

Write  for  Deiailt  of  Our  Distributor  KD  PLAN. 
txdusivo  Torritorios. 

Jamaica  Sash  &  Door  Co. 
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How  to  Writ# 

Effoctivo  Lottors 

The  art  of  writing  ef¬ 
fective  letters  is  based  on 
planning.  It  is  the 
“planned”  letter  that  will 
get  the  results  the  writer 
is  after.  Here  are  four  guideposts 
to  more  effective  letter  writing  that 
may  help  your  letters  do  their  job 
better. 

The  first  step  in  writing  an  effec¬ 
tive  letter  is  to  decide  exactly  what 
your  purpose  is.  Make  up  your 
mind  what  one  thing  your  letter 
is  intended  to  accomplish,  and  for¬ 
get  all  other  po.ssible  aims.  Second, 
concentrate  on  your  reader,  once 
you  know  what  you  want  your  let¬ 
ter  to  do.  Adapt  your  presentation 
to  the  person  you  are  addressing. 
Settle  on  the  approach — reason, 
appeal,  advantage,  or  order  of  facts 
— that  fits  him  best.  Third,  think 
out  the  structure  of  what  you  are 
going  to  .say  before  you  begin  to 
dictate.  In  a  written  message  .vou 


cannot  get  away  with  the  casual, 
formless  processes  of  ordinary 
speech.  And  fourth,  never  forget 
that  you  are  writing  a  message,  not 
a  document.  Skip  the  flourishes, 
the  extra  touches,  the  unnecessary 
phra.ses. 

—  f*.  lit'Mille,  in  Bankiiiff 

m  *  * 

Attic  Fans 

(Continued  from  Page  15) 
than  outside. 

The  attic  fan  expels  this  warm 
air  from  the  attic  and  the  re.st  of 
the  hou.se  and  draws  in  the  cooler 
night  air.  Operating  all  night  it 
keeps  a  gentle  current  of  air  mov¬ 
ing  through  the  hou.se  and  a.ssures 
a  plea.sant  night’s  re.st.  Attic  fans 
therefore  have  a  year  round  func¬ 
tion  and  should  be  sold  that  way 
too.  However,  the  public  thinks  of 
them  as  summer  items.  To  break 
this  old  fashioned  tradition,  deal¬ 
ers  should  .stre.ss  the  fan’s  winter 
ventilation  use  as  well  as  its  value 


during  the  hot  month.s. 

Another  type  of  forced  ventila¬ 
tion  which  is  very  useful  in  the 
modern  home  is  the  bathroom  ex- 
hau.st  fan.  Why  use  a  fan  in  the 
bathroom?  One  rea.son  is  to  expel 
odors  rapidly,  the  other  is  to  suck 
out  excessive  heat  and  humidity. 
Hot  showers  and  baths  produce  a 
great  deal  of  steam  and  vapor  in 
the  narrow  confines  of  the  bath¬ 
room  which  conden.ses  on  the  ceil¬ 
ing  and  walls.  While  this  conden- 
■sation  does  not  harm  the  tilted 
part  of  the  walls  and  the  floor,  it 
does  affect  the  painted  part  of  the 
walls  above  the  tile  and  the  ceiling. 
Because  of  the  frequent  condensa¬ 
tion  of  moi.sture  on  the  walls  the 
paint  tends  to  blister  and  peel  much 
more  rapidly  than  painted  surfaces 
el.^ewhere  in  the  interior  of  the 
house. 

An  exhaust  fan  reduces  the  heat 
and  moi.sture  in  the  bathroom  and 
permits  more  rapid  drying  of 
towels  and  .shower  curtains.  It  al.so 
helps  pre.serve  the  life  of  the  paint 
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Visit  The  Arlite  Exhibit 


on  the  walls  and  cuts  down  on  the 
frequency  of  repainting. 

No  specific  fan  has  been  de¬ 
veloped  for  bathrooms  but  the  type 
used  in  kitchens  is  very  .suitable 
and  has  been  used  very  success¬ 
fully  to  exhau.st  exce.ssive  heat, 
vapor,  and  fumes  from  one  room. 
Kitchen  fans  come  in  8  and  10  inch 
sizes,  the  10  inch  being  preferred. 
For  bathrooms  an  8  inch  fan  would 
be  suitable  since  this  room  is  gen¬ 
erally  small. 

In.stallation  requires  breaking  a 
hole  through  the  wall  of  the  room 
to  the  outside.  The  fan  has  a  gate 
on  the  outside  which  automatically 
opens  when  it  is  in  operation.  When 
the  motor  is  shut  off  the  outside 
gate  which  is  weathertight  clo.ses 
and  prevents  any  drafts  from  en¬ 
tering  from  outside. 

Both  attic  and  bathroom  fans 
are  ea.sy  to  in.stall.  The  electrical 
connections  to  the  neare.st  outlet 
can  be  left  to  an  electrician  or  the 
dealer’s  mechanic  can  do  this  work 
if  he  is  licensed  for  it.  Dealer’s 
should  avoid  electrical  wiring  un¬ 
less  they  have  a  thorough  knowl¬ 
edge  of  the  local  code  in  regard  to 
this  type  of  work.  The  wiring  in 
it.self  is  ea.sy  but  it  may  be  easier 
to  subcontract  this  work  and  in¬ 
clude  the  electrician’s  charge  in  the 
final  price  paid  by  the  cu.stomer. 


BOOTH  J,  NERSICA  EXHIBIT 


Then  Decide  For  Yourself 


the  most  odvontogei  for  you  to  soil,  tho 
most  features  to  moke  your  customers  buy. 
Thot's  the  window  to  sell.  That's  Arlite! 


When  you  visit  the  NERSICA  Convention 
moke  the  Arlite  Exhibit  (Booth  J)  your  first 
stop.  Ask  for  your  copy  of  the  Arlite  Corn* 
porison  Chart  before  you  begin  making  the 
rounds.  Then  you  will  be  able  to  compore 
Arlite  with  any  other  windows  you  choose, 
and  decide  for  yourself  which  is  best.  You, 
yourself,  can  determine  which  window  offers 


If  you  do  not  plon  to  attend  the  NERSICA 
Convention,  and  wish  a  copy  of  the  Arlite 
Comparison  Chort,  plus  informotion  on 
open  territories,  write  to  Dept.  B.S.>3. 


Doctor  Says  Garbage 
Spawning  Super  Rots 

A  good  sale.s  point  for  .selling 
food  wa.ste  di.spo.ser.s  is  in  this  re- 
lea.se  from  United  Press  datelined 
Los  Angeles.  “America  is  growing 
super  rats  because  many  families 
di.scard  the  mo.st  nutritive  parts  of 
their  meals.  Dr.  George  M.  Uhl, 
city  health  officer,  said. 

“The  American  garbage  can  is 
breeding  a  hu.sky  breed  of  rats  as 
di.sease  carriers,”  he  said. 


FinMt,  Mtiudcd  aluminum  (ramM,  fully  pretucti^  from 
bladcuning  of  eorrotion  by  th«  "Alumllitn"  onedizing 
procM*  (IkafiMd  by  Aluminum  Co.  of  Amorico). 
Grooyt  on  all  throe  panels  lined  with  waterproof  feh 
to  ossuro  maximum  ease  when  raising  and  lowering. 

1^  Each  panel  glides  independently  in  Hs  own  track— all 
W  the  way  up  er  all  the  way  down. 

locms  mora  abeirt  Hb«M  odkor  Arfft*  faatvrosi 
e  {jKinlw  Milk  OMdi  e  Prael«r.|rMf  tmm  Ink 

Tiroeb  A  iMitetMm  AmIsMH 
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Looking  For  Products 
To  Sell? 

See  our  product  finding 
dept,  on  page  37 


Hints  To 
SALESMEN 


BUILDING  SPEQALTIES 


iThe  following  is  a  continuation  of  George 
Kelloggs  description  of  winter  sales  methods 
lor  the  specialty  salesman.  The  first  part 
of  this  appeared  in  the  Dec.  1950  issue.) 


NOW  the  salesman  should  show 
just  enough  of  the  points  in 
his  product  to  awaken  a  desire  in 
the  customer  to  permit  an  appoint¬ 
ment  for  a  full-blown  demonstra¬ 
tion  at  a  definite  time  that  evening 
when  the  husband  will  be  home. 
Then  a  reading  of  the  three  ther¬ 
mometers  should  be  taken,  partic¬ 
ularly  so  if  the  prospect  is  hesi¬ 
tant  about  giving  an  appointment. 
This  ought  to  clinch  the  evening 
appointment. 


'oo.  seven  BeOUti*«l 

patterns  j,  |t 

Eoty  To 
1,  To 

COSTOW  DOOR 

o'nd  is  0  doo'  r'*.", 

closures.  '’®'®  i,,,orol  port  o» 
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tilicolly  aoter  repellen 

lK-"rss'A'"~ . ; 

Dignity  o“""*wL, 

—  BOttems! 

.11  seven  Po,” .  ottrr 


CANS  AIR 


Hnving  won  the  prospect’s  core- 
fidence  thus  far,  an  attempt  .should 
be  nuide  to  measure  all  the  unndows 
in  the  house,  noting  sweating  win¬ 
dow  conditions,  varnish  spots  eaten 
off  due  to  drippage  of  the  ivindows, 
rotten  sills,  etc.,  being  sure  to  call 
to  the  attention  of  the  prospect 
these  conditions  and  telling  her 
how  they  tvould  be  eliminated  by 
the  installation  of  your  storm  win¬ 
dows. 


LEXINGTON 


B.  B.  LESSAM  &  ASSOCIATES 


One  of  the  greatest  mistakes 
storm  window  men  make  at  this 
cold  time  of  the  year  is  not  dress¬ 
ing  for  the  job.  Get  yourself  some 
long  or  T  length  light  wool  un¬ 
derwear,  put  on  an  all  wool  sweat¬ 
er,  light-weight  wool,  under  your 
white  shirt,  buy  a  pair  of  galoshes 
or  arctics  a  couple  of  sizes  too  big 
for  your  shoes  so  you  can  take 
them  off  “barnyard  style”  on  the 
front  porch  by  the  mere  shaking 
of  each  foot  which  will  please  the 
lady  by  your  not  tracking  snow 
into  her  house.  Secondly,  being 
dressed  thus-wise,  you  will  not  be 
bothered  by  the  cold.  Wear  your 
usual  nice  business  suit,  top  coat, 
snap  brim  hat,  and  look  smartly 
dressed. 

(To  Be  Continued  in  March) 


2917  Carnegie  Ave.,  Cleveland  15,  Ohio  National  Sales  Distributor  Phone:  superior  1-5800 


NERSICA 

(Continued  from  Page  27) 


Koppers  Company,  Inc. 

David  Levow . 

Lockport  Cotton  Batting  Co. 

Metal  Tile  Products  Inc. 

The  Maloney  Company . 

Nash  Manufacturing  Company  .  . 
Orchard  Brothers.  Inc.  . 
Owens-Corning  Fiberglas  Corp.  . 

The  Pioneer  Stone  Cote  Sales  Co.  Inc. 
Reynolds  Metals  Company 
The  Ruberoid  Company 
Shower  Door  Company  of  America 
Smith  Asbestos  Products,  Inc. 
Suprador  Corporation  of  N.  Y. 

The  Texas  Company 

United  States  Cypsum  Co . 

United  States  Mineral  Wool  Co. 
Weatherbest  Corporation 
The  Weatherproof  Company 


The  Celotex  Corporation  . 

Certain-Teed  Products  Corp . 

Coppers  Creek  Chemical  Corp . 

Dewatex  Mfg.  Corporation . 

Eastern  Duo-Fast  Corp.  . . 

Expanded  Metal  Engineering  Co. 

The  Flintkote  Company  . 

The  Cramatan  Company,  Inc.  . 

Hauck  Mfg.  Company  . 

industrial  Bank  of  Commerce  . 

Ingersoll  Koolshade  Storm-Shade  Div. 

Borg-Warner  Corporation  . 

lohns-Manville  Sales  Corporation 

tones  &  Brown,  Inc . 

Keasbey  &  Mattison  Company 
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TESTS  PROVE 


1.  REDWOOD  is  one  of  the  world’s  finest  insulators! 

2.  Heat  (lows  thru  steel  260  times  as  fast  as  thru 
REDWOOD! 

3.  Heat  flows  thru  aluminum  1160  times  as  fast  as 
thru  REDWOOD! 

4.  REDWOOD  used  by  the  CAMPBELL  SASH 
WORKS  shows  less  shrinkage  and  swelling  than 
concrete! 

5.  REDWOOD,  —  even  under  conditions  that  favor 
decay,  —  is  one  of  the  world’s  most  durable  woods! 

6.  REDWOOD  DEALERS  show  a  greater  percentage 
of  profit  per  dollar  of  merchandise  sold. 

We  manufacture  four  different  styles  of  redwood  windows.  You 
will  lie  surprised  at  the  low  price  and  liigli  quality  of  our  most 
popular  seller. 

Send  $5.00  for  a  sample  and  prove  to  yourself  that  you  ran 
make  more  money  selling  Redwood.  All  sample  money  will  be 
refunded  on  return  of  sample,  if  dissatisfied. 

Write  for  Price  Lists 
Delivery  Anywhere 

THE  CAMPBELL  SASH  WORKS 

2409  WILSON  AVENUE  CAMPBELL,  OHIO 

Phone:  52615 


Sprayed  Insulation 

(Continued  from  Page  17) 

much  of  his  time  on  the  promotion 
of  a  sprayed  insulation  but  was 
put  face  to  face  with  the  possibili¬ 
ties  when  the  projects  descended 
on  him  in  some  very  desirable 
sprayed  insulation  business.  A 
Philadelphia  applicator  bemoaned 
the  fact  that  he  had  a  few  weeks 
of  lack  of  activities,  but  was  sud¬ 
denly  snowed  under  by  three  tre¬ 
mendous  projects  and  had  to  call 
for  assistance  from  his  home  office. 

Sprayed  insulation  offers  the 
dealer  or  contractor  a  tremendous 
market  in  both  the  new  and  old 
construction  field  because  it  solves 
noise,  condensation,  fireproofing, 
and  insulation  problems  at  a  rea¬ 
sonable  cost.  It  will  provide  a  very 
desirable  return  for  the  invest¬ 
ment  and  give  the  aggressive  deal¬ 
er-applicator  a  fine  opportunity  to 
participate  in  the  growing  boom 
in  Government  con.struction. 

Weatherstrip 

(Continved  from  Page  18) 

condensation  or  freezing  on  the 
house  window  in  spite  of  the  fact 
that  storm  windows  have  been  in- 
.stalled,  you  should  warn  the  home 
owner  that  the  humidity  in  his 
house  is  at  a  dangerously  high  level. 
In  all  likelihood  there  already  is 
un.seen  condensation  inside  the 
walls  which  will  (if  it  hasn’t  al¬ 
ready  happened)  rot  the  wood 
work  and  ruin  the  plaster.  In  such 
a  case  the  only  w'ay  to  prevent  con¬ 
densation  is  to  reduce  the  moisture 
of  the  air  in  the  house. 

However,  there  is  something  you 
can  do  about  dissatisfaction  with 
condensation  on  the  storm  window. 
First,  be  sure  that  your  storm  sash 
can  “breathe”  a  little  as  described  i 
above.  Second,  weatherstrip  the  i 
hou.se  window.  This  second  opera¬ 
tion  is  not  only  a  necessity  but  also 
a  real  opportunity  for  profit. 

To  do  a  good  job  of  weather-  | 
stripping  an  ordinary  wood  double  ; 
hung  prime  window  your  mechanic  i 
will  have  to  proceed  as  follows:  1 


The  outermost  wood  molding 
that  acts  as  a  .stop  should  be  care¬ 
fully  lifted  up  with  a  broad  bladed 
w’ood  chi.sel.  It  is  not  neces.sary  to 
pry  up  all  the.se  .stops.  One  side  and 
the  bottom  or  both  sides  are  suffi¬ 
cient  for  the  removal  of  the  lower 
.sash.  The  cords  of  the  counter¬ 
weights  are  disconnected  and  a 
knot  is  tied  in  them  to  prevent  their 
being  pulled  over  the  pulley. 

A  narrow  groove  is  cut  into  the 
bottom  edge  and  both  sides  of  the 
sash  to  accommodate  the  protrud¬ 


ing  rib  of  the  metal  weatherstrip. 
The  width  of  the  groove  depends 
on  the  size  of  the  rib  while  the 
depth  is  usually  a  trifle  more  than 
a  half  inch.  In  general,  metal  rib 
weatherstripping  is  used  for  most 
double  hung  wood  sash,  those  on 
the  sides  often  have  several  low 
ridges  in  addition  to  the  large  rib. 
The  ridges  help  reduce  contact  be¬ 
tween  the  wood  and  the  metal  so 
that  the  sash  slides  up  and  dowm 
with  less  resistance.  There  are 
(Continued  on  Page  32) 


BUILDING  SPECIALTIES 


at  the  top  and  down  as  far  as  the 
meeting  rail.  The  lower  sash  is 
rai.sed  to  the  top  and  this  strip  is 
nailed  down  the  rest  of  its  length. 

While  nails  are  generally  used 
as  fasteners  the  particular  method 
of  attachment  and  type  of  nail  de¬ 
pends  on  the  manufacturer  and  in 
the  final  analysis  the  dealer  must 
rely  on  the  advice  of  his  supplier. 

It  takes  very  little  time  to  train 
a  man  for  this  .sort  of  w’ork  and 
while  he  does  not  have  to  be  a  car¬ 
penter  some  knowledge  of  this  field 
can  be  very  helpful. 

The  right  kind  of  tools  will 
greatly  speed  the  job.  A  pair  of 
strong  shears  or  a  pair  of  strong 
tinsmith’s  snips  are  nece.s.sary  for 
cutting  metal  stripping.  Grooves 
can  be  cut  by  special  types  of 
planes  having  the  appropriate  cut¬ 
ters.  However,  an  electric  groover 
or  router  will  make  the  job  of  cut¬ 
ting  grooves  quick  and  easy. 

Both  the  motorized  and  hand 
groovers  are  so  made  that  it  is 
easily  po.ssible  to  place  the  cut  any¬ 
where  on  the  edge  or  side  of  the 
.sash.  The  width  of  the  groove  is 
determined  by  the  size  of  the  blade 
in  the  hand  tool  or  of  the  high 
speed  cutter  in  the  electric  tool. 
The  rabbet  in  the  meeting  rail  can 
al.so  be  made  by  the  electric  groov¬ 
er  or  router.  But  if  no  motorized 
tool  is  used  a  small  inexpensive 
double  side  rabbet  plane  can  easily 
be  purchased  at  most  hardware 
.stores. 

The  proce.ss  de.scribed  for  the 
lower  sash  is,  of  course,  applied  to 
the  upper  sash.  An  experienced 
mechanic  can  do  a  window  in  about 
an  hour  or  an  hour  and  a  half.  Not 
only  is  the  profit  considerable  but 
customer  satisfaction  is  greatly  en¬ 
hanced  and  .sati.sfied  customers 
mean  more  .sales. 


This  modern  way  to  resurface, 
after  years  of  research  develop¬ 
ment,  is  now  available.  Valuable 
franchise  rights  are  now  being 
granted  to  qualified,  sales-minded 
concerns. 


BELSONIZE  OFFERS 
NEW  HORIZONS 


■  ^  "  •  Dramatic  Sales  Potentials 

elusive  Franchised  Territories  •  As  Revolutionary  as  combination 

tented  Exclusive  Equipment  windows  were  12  years  ago. 

n  Years  of  Research  •  Profits  —  Profits  —  Profits 

And  Many  More  Attractive  Features 

The  word,  Belsonize,  describes  the  application  of  special  durable  plastic 
coatings  for  most  any  surface.  These  coatings  are  applied  in  a  variety  of 
textures  and  colors  with  automatic  low  pressure  equipment  replacing  old 
fashioned  methods. 

Write  or  Wire  for  More  Details 


Laboritory ; 

70  Vesey  St.,  N.  Y..  N,  Y 


Main  Offices: 

27  Mountain  W. 

Worcester  6,  Mass.,  Phone:  64391 


Weatherstrip  thi.s  point. 

. „  ,  With  the  .sa.sh  out  of  the  wav  the 

{Continued  from  Page  SI)  ,  .  ...  -i  j  •  ^  i 

strips  are  quickly  nailed  into  place 

several  different  types  of  .strips  at  the  bottom  and  one  side  as  well 
used  at  the  meeting  rails,  either  a  as  the  top.  A  hook  or  flat  is  in¬ 
hook  and  flat  or  two  hooks.  In  il-  .stalled  in  the  rabbet  of  the  lower 
lustration  B  note  that  two  hooks  meeting  rail  and  another  hook  is 
are  used.  In  addition  to  the  grooves  fa.stened  to  the  lower  inside  edge 
cut  in  the  bottom  and  sides  it  is  of  the  opposite  meeting  rail, 
often  necessary  to  rabbet  the  lower  The  .strip  for  the  remaining  side 
outside  edge  of  the  meeting  rail  is  inserted  into  its  groove  in  the 
of  the  bottom  sash.  This  is  done  to  .sash  which  is  then  put  back  in 
accommodate  the  hook  and  flat  or  place  and  the  cords  connected 
the  two  hooks  commonly  u.sed  at  again.  The  last  strip  is  then  nailed 


Send  Us  Your  Suggestion! 
What  do  you  consider 
good  items  for 
Specialty  Dealers  in  a 
period  of  shortages? 
BUILDING  SPECIALTIES 
425  4th  Ave.,  N.  Y.  16,  N.  Y 
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Sales  and  Profits  / 


Completely  Assembled 

WOODEN 

Storm  and  Screen  Combination! 


r 

Why 

WONDER 

WINDOW 

is  Best 


Sash  and  Screen  Completely  Removable — from 
inside. 

Wedge  lock  burglar-proof  patented  fasteners 
lock  tightly  in  place  from  inside  only. 

Custom  Made  to  Precision  Specifications  on 
latest  machines. 

Wood  treated  with  water  repellent  preservative. 
Completely  Assembled. 

Installation  Simple — Easy. 

*  Individually  Cartoned. 

Dealers  —  Attractive  Franchises  Still 
Available,  but  Going  Fast.  Investigate. 
Distributors.  Call,  wire  or  write  today, 
and  specify  territory  desired. 

ANGEL  NOVELTY  CO. 

340  Broad  Street  Fitchburg,  Mass. 


Have  Thought  of  These? 

{Continued  from  Page  21) 
of  the  expense  of  painting  their 
houses  every  five  years  or  so.  That 
is  why  so  many  homes  today  have 
been  rejuvenated  with  insulating 
siding  and  al.so  why  an  increasing 
number  of  specialty  dealers  are 
selling  this  product. 

Once  a  home  has  been  resided 
with  insulating  siding  it  never 
needs  painting  or  any  other  atten¬ 
tion.  The  mineral  surface  of  the 
siding  resists  weathering  and  the 
color  can  never  fade.  It  is  water¬ 
proof  and  when  properly  applied 
will  la.st  for  the  life  of  the  house. 
In  addition  it  does  an  excellent  job 
of  insulation  and  con.serves  fuel. 

It  is  the  ideal  specialty  to  sell 
to  the  careful  home  owner  who  is 
in  moderate  circumstances  becau.se 
it  gives  him  the  twofold  advan¬ 
tages  of  insulation  and  improve¬ 
ment  of  appearance.  It  is  preci.sely 
the  homes  of  such  potential  cus¬ 
tomers  that  really  need  insulating 
siding.  All  too  often  the.se  old 
hou.ses  have  been  poorly  insulated 
by  old  fashioned  methods  prevail¬ 
ing  many  years  ago  and  as  a  result 
they  are  badly  in  need  of  some 
supplementary  overall  insulation. 

From  the  point  of  view  of  ap¬ 
pearance,  there  can  be  no  doubt 
that  most  home  owners  like  the 
new  and  popular  developments  in 
insulating  siding.  Improvements 
by  manufacturers  such  as  white 
mortar  lines  and  a  generally  more 
realistic  appearance  of  shingle  and 
stone  type  siding  have  made  this 
product  increasingly  acceptable  to 
home  ow'ners.  This  is  indeed  a 
product  which  can  be  sold  profit¬ 
ably  and  for  which  there  is  a  real 
need. 

KITCHENS 

TNSTALLING  modern  kitchens  is 

a  very  profitable  business  for 
specialty  dealers  and  is  ideally 
suited  to  his  type  of  operation.  It 
requires  excellent  salesmen  of  the 
specialty  type  who  know  how  to 
sell  to  women  and  home  owners 
and  it  also  requires  installation 


crews  of  a  type  which  mo.st  dealers 
already  have. 

Selling  kitchens  means  more 
than  disposing  of  a  number  of 
cabinets  and  appliances.  It  is  a 
busine.ss  in  which  the  individual 
dealer  “customizes”  the  cabinets 
and  other  kitchen  equipment  he 
gets  fro  mhis  supplier.  In  other 
words  he  uses  standard  equipment 
out  of  w’hich  he  can  construct  a 
whole  new  kitchen  that  he  care¬ 
fully  fits  to  completely  occupy  one 


or  more  walls.  By  proper  selection 
of  the  appropriate  sizes  and  the 
use  of  space  fillers  and  other  de¬ 
vices  he  can  make  his  standard 
equipment  look  as  though  it  were 
specially  built  to  fit  the  exact  space 
it  occupies.  Thus  it  is  not  the  man¬ 
ufacturer  but  the  dealer  who  pro¬ 
duces  the  “custom”  kitchen  and 
it  is  his  skillful  application  of 
standard  equipment  which  makes 
the  modern  kitchen  look  like  the 
(Continued  on  Page  34) 
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Have  You  Thought 

(Continui'd  from  Page  33) 
modern  miracle  that  housewivee 
love. 

For  this  business  you  need  about 
$10,000  but  you  can  get  by  with 
about  $5,000  if  necessary.  You 
should  have  a  large  and  spacious 
showroom  located  where  your  po¬ 
tential  trade  can  see  your  kitchens. 
This  may  be  in  the  heart  of  a  city 
or  on  the  outskirts  where  much 
suburban  traffic  passes  by.  Even  if 
you  have  only  one  man  selling  your 
kitchens  he  should  be  in  a  depart¬ 
ment  by  himself  and  do  nothing 
but  this  work. 

Installation  men  are  easily 
trained  for  this  kind  of  work  and 
some  companies  have  schools 
where  the  dealer,  salesmen,  and 
installation  men  receive  short,  in¬ 
tensive  courses.  However,  if  your 
volume  is  not  great  at  the  begin¬ 
ning  you  can  subcontract  the  appli¬ 
cation  work  to  a  good  local  carpen¬ 
ter  and  plumber. 

Average  sales  run  as  high  as 
$1,000  and  you  don’t  have  to  sell 
many  complete  kitchens  to  make  a 
very  sizeable  profit  during  the 
month.  There  are  both  wood  and 
metal  cabinets  and  according  to 
authoritative  information  they  are 
about  equally  popular  with  the  pub¬ 
lic  so  when  you  make  your  choice 
of  a  supplier  be  guided  more  by 
the  terms  offered  than  by  the  ques¬ 
tion  of  whether  wood  or  metal  is 
better. 


ei-iiiil 


Manufacturing  Co.,  Loncaster  2,  Po. 


new 

product 

new 

profits 


new 

interest 

FROM  BUYERS  WHO  CALL 
DEALERS,  TO  ORDER 


Relaxed  Attitude 

(Continued  from  Page  19) 

price  until  the  sale  is  ready  to  be 
clo.sed,  the  logic  being  that  the 
point  to  sell  the  prospect  is  the  win¬ 
dow,  not  price. 

Three  ladies  canvass  for  Gem. 
because  says  Mr.  Golson,  “when 
a  housewife  comes  to  the  door  and 
sees  a  lady  standing  on  her  door 
step,  she  feels  that  the  saleslady  is 
.selling  some  small  type  of  item, 
which  is  usually  true.  Con.sequent- 
ly,  she  is  willing  to  spend  a  few 
minutes.  If,  however,  a  man  calls 
at  her  door,  she  is  immediately  on 


SENSATION  OF  1950  SPECIALTY  SALES 


Here  i>  a  lint*  in  a  “di'niand"  market  with  a  gcrnerous,  promotional  proBt. 
No  rut-throat  roinprtition.  PIrnty  of  market  for  big  growth.  That'a  why 
Window  (^harm,  thr  vertical  blindfi  that  replace  curtains,  drapes,  and  ordi¬ 
nary  blinds  get^  the  enthusiasm  of  dealers. 

Women  fall  in  love  with  its  easy-to-clean  fabric  of  a  new  miracle 
material.  They  like  to  choose  from  the  more  than  twenty  colors.  Simple, 
patented  mechanism  and  quirk  installation  helps  dealers  get  in  and  out 
quickly,  no  installation  problems.  Y ou  don't  tie  up  money  in  big  inventories. 
This  is  a  money-making  business! 

See  how  you  ran  profit  with  Window  Charm  .  .  .  the  new  window 
decoration  that  is  FTf  A  approved,  sold  on  a  national  sales  plan — oon  to  be 
nationally  advertised. 


WRITE  TODAY  FOR  DETAILS 
YOUNGSTOWN  INDUSTRIES,  INC. 
710  so.  STATE  STREET— GIRARD,  OHIO 
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the  defensive,  because  she  feels  he 
is  selling  a  larg,  expensiv  item. 
In  addition,  female  canva.ssers  are 
more  successful  in  turning  in  a 
large  number  of  names  of  poten¬ 
tial  prospects.  Our  male  salesmen 
then  .set  up  appointments,  and  com¬ 
plete  the  introduction,  .smoothing 
the  way  for  an  actual  sales  de¬ 
livery.” 

Gem  adverti.ses  regularly  in  the 
Gary  Post  Tribune,  as  well  as 
organizational  papers.  Exhibits  at 
fairs  and  home  shows  also  rank 
high  on  Gem’s  list  of  effective  ad¬ 
vertising  mediums. 

“In  connection  with  exhibits, 
and  from  what  I  have  observed,” 
says  Mr.  Golson,  “it  is  not  suffi¬ 
cient  for  the  .salesman  on  duty  at 
the  exhibit  to  merely  pass  out 
literature  to  pa.ssersby  and  curi¬ 
osity  .seekers. 

Curiosity  Seeker 

“He  should  in.stead  draw  the 
curiosity  seeker  into  the  exhibit 
and  point  out  some  salient  feature 
of  his  window.  In  this  manner,  the 
passerby  is  removed  from  the  cate¬ 
gory  of  the  curiosity  seeker,  and 
placed  in  the  category'  of  a  good, 
potential  prospect.  At  this  stage, 
the  .salesman  is  much  in  the  same 
atmosphere  as  though  he  were 
talking  to  the  prospect  in  his  own 
home.” 

Gem  has  exhibited  in  a  recent 
•show  held  in  honor  of  Glen  Park’s 
.50  year  anniversary.  Glen  Park, 
where  the  firm  is  located,  is  a 
suburb  of  Gary. 

All  merchants  participating  in 
the  show  gave  a  piece  of  merchan¬ 
dise  to  a  general  “.stock  pile,” 
which  was  doled  out  in  the  way  of 
door  prizes.  In  Gem’s  case,  of 
cour.se,  a  combination  storm  win¬ 
dow  was  contributed. 

The  “stock  pile”  was  effectively 
“pepped  up”  by  a  hired  model. 

Gem  has  also  participated  in  a 
.Junior  Chamber  of  Commerce 
home  show,  held  recently  in  the 
Gary  Armory.  At  this  particular 
show,  the  firm  installed  a  regular 
exhibit  with  gratifying  results, 
.says  Mr.  Golson. 


Use  WIN-JALS  to  build  extra  rooms, 
enclosed  porches,  in  kitchens  and 
bath  rooms. 

2.  Use  them  as  primary  windows. 
3.  Full  picture  vision 
5.  Easy  crank  operation. 


4.  Fully  insulated. 

6.  Draft-,  dirt-,  and  water-free. 


The  Combination 

Window  That  Means  Faster 

Sales  —  Easier  Installation! 


HERE'S  ALL  YOU  NEED 
TO  ASSEMBLE  WINSULITE 
WINDOWS  ■■■■■■■  > 


717-29  N.  Central  Ave.  Phone;  EAStem  6868  6altlHiere  2,  Ml 


HY  KATZ  will  be  pleased  to  meet  his  friends  at  the 

NERSICA  EXPOSITION 

in  New  York,  March  5,  6  and  7th. 


Notes  for 
MANUfACTURERS 


ALLOYS  COMPANY 

.ATRCBt  PA 

Wire,  Phone  or  Mail  Coupon  NOW! 
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/  Storm  and  Screen  Door  Hardware 

NEW  IDEAL  LATCH 

The  beauty  of  this  latch  is  in  its  design  and 
ease  of  installation  . . .  requires  no  mortising. 
It  closes  silently  and  locks  with  a  convenient 
slide  bolt.  Beveled  escutcheon  plates.  Abso¬ 
lutely  gu^anteed  against  breakage.  Latch 
available  in  stainless  steel,  aluminum,  brass, 
bronze  and  steel. 

STAINLESS  STEEL  HINGES 

3''x2?4*’  hinges  for  full  surface,  half  surface 
or  full  mortise  use.  Button  tip,  loose  pin 
type.  Also  made  of  brass,  bronze  and  st^l. 

STORM  DOOR  CHAIN 

Relieve  sudden  wind  strain  on  door  and 
hinges.  Single  or  double  safety  spring.  Zinc- 
plated.  Stainless  steel  attaching  brackets 
are  available. 

COMPLCTB  INFOPMATION  PROMPTLY  SBNT 

Supplying  motf  of  Amurica'i  aluminum  door  monu- 
foctururs.  Alto  monufoctururi  of  tiorm  toth  and 
tcruun  hordworo. 


JL  HE  Sonate  Committee  on  Small  Butlnett 
blotted  the  NPA  for  endangering  the  exittence 
oi  thoutondx  oi  tmoU  butinetiet  by  depriving 
them  oi  boiic  moterioU  at  a  time  when  there 
are  no  deiense  contracts  to  keep  their  plants 
going.  This  action  by  the  powerful  Senate 
committee  came  soon  after  the  aluminum 
fabricators  testified  that  NPA  directives  de¬ 
priving  them  of  aluminum  would  bankrupt 
manufacturers,  cripple  their  dealers  and  dis¬ 
tributors.  and  cause  unemployment  among 
thousands  of  employees. 


A  HE  Senate  Committee's  bitinq  ciiticism  oi 
the  NPA  aluminum  order  has  stirred  hope 
among  some  manufacturers  that  there  may  be 
a  reappraisal  of  military  and  stockpile  needs 
in  the  light  of  figures  presented  before  the 
committee  by  fabricators  that  there  is  plenty 
of  metal  for  both  civilians  and  defense  forces 
at  present.  As  so  often  happens  in  Washing¬ 
ton,  Government  agencies  make  sweeping 
regulations  and  then  backtrack  under  pressure. 
Both  the  storm  window  and  metal  awning 
associations  plan  to  appeal  the  NPA  decisions 
and  exert  as  much  pressure  as  possible. 


BRASS  WORKSaINC. 

250  EAST  5TH  STREET  •  ST.  PAUL  1,  MINN. 


WImh  yov  mH  "4  STAR”  KEYSTONE  prodwfs, 
it's  Mn  CM  sndcss  cbam...Micli  MstaNnHon 
i«lb  imoHwr...prfct  niMts  CMy  comptHNonl 


recently  amended  the  M-7  order  bans 
storm  windows,  storm  and  screen  doors,  win¬ 
dow  screen  frames,  awnings,  moulding  and 
trim,  Venetian  blinds,  and  all  aluminum  prod¬ 
ucts  used  for  ornamental  or  decorative  pur¬ 
poses.  There  is  NO  prohibition  on  aluminum 
insect  screening  or  aluminum  frames  for  glass 
and  screen  panels.  This  will  moke  possible 
combinations  with  wood  frames  and  aluminum 
inserts  which  many  manufacturers  are  con¬ 
templating  should  the  metal  situation  fail  to 
improve. 


We  challenge  comparison  with  any  aluminum 
storm-screen  Doors  and  Windows  for  oil  four 
lH  I  star  features: 

^  II  -A-  ParmanMit  Construction  it  Usoblo  Footwos 
■  f  |  it  Distinguishablo  Qudity  it  Economy  Prico 

J  KRysfenA  offtn  practicol  f*oturAS  tHot  cuttom*rs  con  r«ad* 
VliJ  Hy  $09  ond  opprodoto.  Sturdy,  bolanctd,  door  vision  door 
■  construction  with  EutI  longth  piono  typo  hingo  which  olimi* 
V  I  notos  mortising.  Door  con  bo  hod  with  or  without  jamb. 

’  I  Solf'Storing,  TRIPLE  ACTION  Windows  with  spodol  vonti* 
^  loting  louvors.  Adjustoblo  dosuro  strip  for  porfoct  fitting, 
j  AN  gloss  giosod  in  plostic  for  oosy  roplocomont.  Yot,  low  in> 
stollotion  cost  plus  no  oftor  hoodochos  moons  MORE  PRORTSI 

MOMTT  MLIVnY  •  ASSIMBLY  PLANTS  COAST  TO  COAST 


a^LlCOA  is  beginning  construction  ol  a 
new  plant  at  Bauxite,  Ark.,  which  will  make 
alumina  from  low  grade  bauxite  ore.  Alcoa's 
Pt.  Comfort  plant  in  Texas  began  operation  this 
month  and  is  expected  to  produce  114  million 
lbs.  a  year. 


KCYSTONf  AUOrS  CO 
Sniet  Otic*, 

lenedum-T,M«  IMg  ,  rimbufgh  22.  f* 

Send  conel.'.  W«  •M.fVU.d 

□  D,v,4>wwUnp  □ 


I^ELUNG  In  a  Sellei'i  Market: 

In  a  period  ol  emergency  when  shortages 
develop  it  is  Important  to  continue  your  adver¬ 
tising  so  that  the  brand  name  you  have  spen' 
so  much  money  promoting  will  not  be  forgot¬ 
ten  by  dealers. 
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rMore 
I  Sales 


Greater 

Profits 


Gear  Your  Future  Business 


These 

Money  Making 
Products! 


This  coupon  will  bring  you  the  latest 
literature  and  facts  about  any  product  that 
you  think  you  can  sell.  If  you  are  planning 
to  expand  your  business  volume  by  adding 
another  specialty  to  your  present  line  of 
products,  check  the  items  that  interest  you 
and  mail  to  Building  Specialties,  425  Fourth 
Avenue,  New  York  16.  N.  Y.  No  obligation 
on  your  part  is  implied. 


F/n  in — Tear  off — and  Mail 


Position 
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BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16,  N.  Y. 


I  Send  me  facts  on  the  items  checked. 

I  □  Aluminum  Combination  Doors 
1  Aluminum  Combination  Windows, 

I  '  Single  &  Double  Track 
r  Q  Triple  Track  Aluminum  Combinations 
j  r~  Plastic  Awnings 
I  £3  Fixed  Metal  Awnings 
j  Metal  Canopies 
I  £j  Wood  Combination  Windows 
I  Wood  Combination  Doors 
j  L  Wall  Tile.  Plastic 
I  Shower  Doors  &  Tub  Enclosures 
I  □  Aluminum  Screens,  Casement 
I  □  Aluminum  Screens,  Double  Hing 
□  Aluminum  Casement  Storm  Saih 
■  □  Metal  Casement  Storm  Sash 
I  □  Plastic  Siding  Coating 
I  □  Jalousies 
,  □  Home  Incinerators 
I  n  Sectional  Overhead  Garage  Doors 

I  □  Aluminum  Casement  Combinatkws 
!  (Horizontal  Siding) 

•  □  Metal  Trim 

I  □  Vertical  Blinds  1; 

I  □  Sprayed  Insulation 
I  □  laulking  v 

j  □  Plastic  Weatherstriping  for  Metal 
I  Casements 

[  □  Storm  &  Screen  Door  Hardware 
)  □  Aluminum  Coating  Service 
I  □  Radiator  Enclosures 
I  □  Aluminum  Names  Plates 

I  □  Outside  Aluminum  Casement  Storm 
I  Sash 

I  □  Aluminum  Shade  Screening 


Other  items 


Address 
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Weaiher-Tite's 

GETTER 


Note 

the 

NEW 

Picture 

Frame 

Style! 


Here’s  WEATHER.TITE'S  new. 
improved,  eye-appealing  combina¬ 
tion  window.  All  the  time  tested  ad¬ 
vantages  that  have  made  WEATHER- 
TITE  famous  for  easy  profitable 
sales — plus  the  beautiful  new  picture 
frame  style  molding  that  will  add 
glamour  to  any  home. 

•  riaetl  liUa '  4rt»4  CaUfernia 

Ra4waa4  . . . 

•  •vIH-ia  vaaMlatar  at  aa  aa- 

tra  charga  .  . . 

•  iasiaat  af  all  la  laslall  .  .  . 

•  Thraa  waak  aiaalaiaai  4a- 

Nvacy  . .  . 

•  AHracNva  mats  aa4  salat 

aMt  la  lacraata  yaar 
grams. 

Get  on  the  Profit  Band  Wagon!  Get 
WEA'THER-TITE.  the  Combination 
Windows  and  Doors  that  have  all 
the  features.  Dealer  franchises  are 
still  available  in  cities  where  we  are 
not  now  represented. 

WRITE  •  WIRE  •  PHONE 


WeaiiiekTiee 

1859  East  63rd  Street 
Cleveland  3,  Ohio 
Express  1-2816 


I  Aluminum  Situation 

(Continued  from  Page  22) 

dustry,  he  added,  since  their  pres- 
!  ent  machinery  was  not  suitable  for  ; 
this  material  and  tbe  change  would 
involve  new  machinery,  retraining 
of  present  personnel,  new  sources  i 
;  of  supply  as  well  as  new  production  ■ 
techniques  and  “know-how’.”  I 

While  the  industry  used  only  a  j 
trifle  more  than  2  per  cent  of  the  i 
national  production  of  aluminum,  | 
;  its  sales  volume  at  the  manufactur-  ; 
ing  level  amounted  to  nearly  $44 
million.  At  least  31,537  employees 
and  more  than  5,000  independent  | 
businesses  are  menaced  by  the  NPA  I 
ban  on  aluminum.  j 

0.  G.  Norton,  owner  of  a  com¬ 
bination  storm  window  firm  in  St. 
Albans,  N.  Y.,  urged  the  Senate 
committee  to  assure  at  least  a 
“trickle  of  aluminum”  to  the  indus¬ 
try  that  supplied  him  with  its  prod¬ 
ucts. 

J.  E.  Orchard,  President  of  the  | 
National  Metal  Awning  Associa-  1 
tion,  made  a  masterful  presenta-  ' 
tion  for  the  awning  people.  He  pre-  i 
sented  a  wealth  of  statistics  to  dem¬ 
onstrate  the  following  facts: 

1.  There  is  no  need  for  any  fur-  j 
ther  aluminum  restriction  order  | 
and  that  even  the  NPA  orders  now 
in  existence  could  be  relaxed  for 
the  second  quarter  of  1951. 

2.  That  any  small  post  World  j 
War  II  business  is  going  to  have  j 
a  difficult  if  not  impossible  time  to  | 
participate  in  the  current  military  ; 
expansion  program  either  as  a  1 
prime  or  as  a  sub-contractor. 

3.  That  any  further  arbitrary  i 
action  by  the  NPA  will  result  in  j 
bankruptcy  for  many  tiny  busi-  ’ 
nesses  in  the  home  improvement 
and  repair  industry. 

Orchard  emphasized  the  w’ord 
“tiny”  in  discussing  the  size  of  the 
awning  industry.  There  are,  he  said, 
150  manufacturers  in  the  associa¬ 
tion  with  an  average  number  of 
employees  of  24.  On  the  other  hand  | 
there  are  as  many  as  30,000  em¬ 
ployees  and  3900  dealers  and  dis¬ 
tributors  who  depended  on  the  in¬ 
dustry  for  their  livelihood.  To  re¬ 
main  in  business.  Orchard  pointed 


'I  Wouldn't  Part  With  It 
For  10  Times  Its  Cost' 


That's  What  1  Dealer  Says 
About 

ROOFING,  SIDING  & 
BUILDING  SPECIALTIES 
MANUAL 


★ 

Don't  Mist  These  Important 
Articles  in  the  1951  Edition: 


e  A  COMPLETI  SICTION  OISCUSSINO  IN  Dt- 
tail  all  types  of  primary  and  COM- 

SINATION  WINDOWS. 

e  ALL  TYPES  OF  METAL  AWNIN«S,  DfSCRISIS 
AND  DISCUSSED  IN  DETAIL. 

e  ARTICLES  ON  METAL  AND  PLASTIC  TILL 
OARAGE  DOORS  AND  OPENERS,  AND  DOZENS 
OF  OTHER  PROFITASU  SPECIALTY  ITEAU. 

e  COMPLETE  SECTIONS  ON  SELLING,  TRAINING 
SALESMEN,  ADVERTISING.  BUILDING  YOUR 
VOLUME,  ate. 


ISO  pages  crommed  full  of  valuable  iaferaMtiaa  aa 
EVERY  phase  of  your  business.  Every  dealer  will  want 
copies  fo  help  him  make  mere  money. 


★ 


1951  Edition  $3.00 

GET  YOUR  COPY 
TODAY 

ROOFING,  SIDING  &  BUILDING 
SPECIALTIES  MANUAL 

425  FOURTH  AVENUE 
NEW  YORK  1«.  N.  Y. 
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Sungard  is  an  economy  shade  screen  which  is  stamped 
from  aluminum  sheet  and  looks  like  a  miniature  Vene¬ 
tian  hlind.  By  keeping  most  of  the  sun’s  heat  rays 
outside  windows  Sungard  keeps  sun-exposed  rooms 
up  to  15°  cooler. 

Sungard  will  substantially  reduce  air-conditioning 
costs  because  100  square  feet  of  Sungard  equals  1  ton 
of  refrigeration  in  reducing  sun  heat  load. 

Sungard  is  framed  and  applied  to  windows  like 
ordinary  insect  screens.  Ingersoll  distributors  can 
apply  Sungard  in  patented  aluminum  frames  or  in 
conventional  wood  or  metal  frames. 

See  this  product  at  booth  205,  Nersica  1951  Expo¬ 
sition,  (Commodore  Hotel,  New  York  City,  March  5-7. 
Ingersoll’s  Koolshade  Sun  Screen  and  their  combina¬ 
tion  aluminum  window  Storm  Shade,  both  of  which 
have  won  consumer  approval  everywhere,  will  also  be 
there  for  you  to  see.  Drop  in  and  see  us,  or  write: 


KvUm  STORM-SHADE  DIVISION 

■1  Borg-Warner  Corporation 
HlllllPIH  321  So.  Plymouth  Court,  Chicago  4,  III. 
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out,  and  protect  the  busine.ssmen 
who  depended  on  the  awning  in¬ 
dustry  required  no  more  than  500 
tons  of  aluminum — less  than  half 
of  one  per  cent  of  the  total  current 
national  production. 

He  then  producd  figures  to  show 
that  the  entire  requirement  for  the 
stockpile  for  the  first  six  months 
of  1951  could  be  met  during  the 
first  quarter  alone  and  that  the 
military,  under  current  restric¬ 
tions,  still  has  more  than  50  per 
cent  of  the  aluminum  production 
available  for  its  u.se.  To  use  all  the 
metal  available  in  the  second  quar¬ 
ter  the  militarj'  would  have  to  step 
up  production  by  80  per  cent  in 
three  short  months.  For  adminis¬ 
trative,  tooling,  and  manpower 
reasons  this  is  imjHtssihle ,  he  point-  ! 
ed  out. 

Conclu.sions 

Orchard’s  conclusion  was  that 
there  is  no  need  for  further  restric¬ 
tions  on  aluminum.  He  suggested 
that  the  real  needs  of  the  armed 
forces  should  be  analyzed  to  see 
just  how  fast  they  can  use  the 
available  production  and  that  any 
re-straining  order  should  be  issued 
accordingly.  There  is  thus  an  ample 
supply  for  both  the  military  and 
for  civilian  needs  in  the  .second 
quarter. 

The  supply  picture.  Orchard  said, 
will  get  better  after  the  second 
quarter  and  cited  the  following  to 
prove  his  point: 

1.  Kaiser  has  already  completed 
an  expansion  program  which  will 
produce  an  additional  annual 
poundage  of  40,000,000. 

2.  By  September  1951  Kaiser 
will  have  an  additional  annual  ca-  | 
pacity  of  200,000,000  lbs.  at  its  new 
Gulf  coast  plant. 

3.  Alcoa  will  produce  an  addi¬ 
tional  annual  poundage  of  158,- 
000,000  at  its  reactivated  plants  at 
Messina,  N.  Y.,  and  Badin,  N.  C. 

4.  Reynolds  will  expand  its 
Jones  Mill,  Arkansas  facilities  to 
produce  77,000,000  lbs. 

5.  Reynolds  has  promi.sed  Gen¬ 
eral  Services  Administration  an 

(Continued  on  Page  40) 


COVERS  ALL  THE  IMPORTANT  SUBJECTS! 

By  tubscribinq  to  it  you  ouuro  younoU  oi 
keepinq  up-to-date  on  the  iollowinq:  better  lell- 
inq  methode.  initallation  techniquet.  motnaqe- 
ment  detail*,  how  to  lell  particulor  ipecialtie*. 
qettinq  and  holdinq  qood  «ale*men.  adverti*- 
inq.  new  product*,  and  many  other*.  Send  the 
coupon  today!  Only  $3  a  year. 


,  425  Fourth  Avenue,  New  York  16.  N.  Y.  t 

!  t 

t  Pleaee  enter  my  *ub*cription  to  BUILDING  / 
t  SPECIALTIES  at  S3.00  lor  one  year.  / 

t  □  Bill  me  ior  thi*  amount.  / 

>  / 

/  Q  Encloeed  i*  a  check  or  □  money  order,  f 

\  My  Name . t 

/  Poeition . / 

I  Company . ^ 

t  Addre**  ! 

>  ( 

I  City . State . y 
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Aluminum  Situation 

{Continued  from  Page  39) 

additional  123,000,000  pounds  for 
1951. 

There  is  no  doubt  that  both 
Hunter  and  Orchard  made  a  strong 
impression  on  the  Senate  commit¬ 
tee  with  their  impressive  presenta¬ 
tions.  Whether  the  NPA  will  keep 
awnings  and  storm  sash  off  the  li.st 
of  banned  products  in  the  light  of 
these  facts  is  anybody’s  guess.  By 
the  time  this  report  reaches  our 
readers  the  NPA  will  undoubtedly 
have  issued  its  long  delayed  order 
banning  about  200  articles  now 
made  of  aluminum. 

If  awnings  and  windows  are  on 
this  list  both  the  awning  and  storm 
sash  indu.stry  plan  to  appeal  to  the 
NPA  and  wage  a  strong  fight  to 
have  their  products  removed  from 


Beautiful  and  proctical  tub  enclosures  con 
meon  extra  profits  to  you  this  yeor.  Nothing 
increases  buy-oppeot  more  than  eye-oppeot— ond 
the  luxury  of  mirror-bright,  Permalume  shower 
doors,  tub  enclosures  and  daylight  shower  stalls 
enhance  the  beauty  of  every  bath.  Builders  say 
they  are  the  best  ''extras"  which  can  be  added 
to  houses.  Benefit  from  our  cooperative  adver¬ 
tising,  sales  aids  and  free  show  room  display 
stands. 

SIMPLE  TO  INSTALL 

Double  Rollaway  Tub  Enclosure,  pictured,  in¬ 
stalls  on  ony  wall  surface  without  screws  or 
drillingt  Automatic  interlocking  ports  form  a  rigid 
unit  that  fits  any  size  opening  perfectly.  Our 
exclusive  odjustable  jambs  on  shower  doors  com- 
pensote  for  out-of-plumb  walls  •  .  .  insure  quick 
ond  easy  instollotion. 

Write  Deparfment  NISI  for  compftte 
details  ond  price  lists. 


On  the  House 

(Continued  f  rom  Page  11) 

which  can  and  does  buy  homes  in 
the  $10,000  class  and  higher.  This 
is  the  prosperous  group  that  knows 
the  value  of  a  dollar  and  is  one  of 
the  best  customers  for  the  build¬ 
ing  specialty  dealer. 


THE  l^/ICOl  IPISIBLE 

-  COMBINATION 

STORM  &  SCREEN 
WINDOW 


"Third  Party" 

{Continued  from  Page  22) 

be  prejudiced  and  biased. 

Your  prospect  regard.s  you  in 
much  the  same  way.  Bringing  in 
a  third  person — preferably  a  friend 
of  your  customer’s — will  help  you 
to  convince  him.  Keep  in  mind  that, 
in  dealing  with  individuals,  a 
friend’s  opinion  usually  carries 
more  weight  than  a  stranger’s. 

It  is  important,  too,  that  your 
third  party  be  in  the  same  kind  of 
circumstances  as  your  prospect.  He 
must  be  an  almost  exact  parallel. 
For  example,  say :  “Mr.  X  who  has 
a  home  ju.st  like  yours  and  located 
in  a  similar  neighborhood,  was 
faced  with  a  problem  just  like  yours 
a  short  while  ago.’’ 


•  a  double  hung  two  sliding  sash  made 
of  Western  Ponderosa  and  Sugar  Pine 
treated  with  WOOD  LIFE,  a  toxic  water 
repellent  which  reduces  shrinking,  swelling, 
decay  and  termite  action. 

•  metal  weather-stripped 

•  furnished  with  prime  coat  of  white  paint, 
or  unpainted  at  your  option. 

•  easy  installation  —  it  takes  only  10  min¬ 
utes  to  install. 


Dealership  Inquiries  Invited! 


Teleph^ae: 

KEaw*«d  1-7180 

GEORGE  W.  TRAPP  COMPANY 

26015  GLENDALE  DETROIT  23,  IMICHIGAN 
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Pick  a  similar  third  party  in  a 
similar  position,  then  relate 
snatches  of  actual  conversation  be¬ 
tween  the  two  of  you.  Tell  how  you 
had  to  fight  even  tougher  sales  re¬ 
sistance,  what  his  objections  w’ere 
(similar  to  your  customer’s)  and 
then  end  with  the  fact  that  he 
agreed  and  you  made  the  sale. 

Many  of  your  best  sales  argu¬ 
ments  can  be  .strongly  brought  out 
in  the  cour.se  of  explaining  how  the 
third  party  objected  to  and  finally 
agreed  with  your  statements.  You 
can  clinch  the  .story  by  telling  how 
the  third  party’s  purchase  enabled 
him  to  increase  the  value  and  com¬ 
fort  of  his  home  and  how’  .satisfied 
he  is  with  your  product. 

By  this  indirect  approach,  you 
are  able  to  overcome  and  defeat  all 
of  the  arguments  that  your  cu.s- 
tomer  has  brought  up.  Yet  you  have 
not  argued  with  him! 


New  Products  i 

{Continued  from  Page  23) 

door  weighing  from  15  pounds  to  j 
175  pounds,  gently  stopping  it  to  i 
a  slow  quiet  and  positive  close  ; 
every  time.  It  is  much  more  com-  i 
pact  than  the  lightest  hydraulic 
and  its  .streamlined  design  makes 
it  seem  even  smaller.  The  Dynam-  | 
atic  is  priced  to  retail  at  $5.95.  ^ 

*  «  * 

Aluminum  Louvre  Windows 

Modern  architectural  design 
which  calls  for  the  use  of  more  and  , 
larger  view  windows  has  brought  i 
with  it  the  problem  of  providing 
adequate  ventilation. 

Thim-Set’s  new  Aluminum  j 
Louvre  Windows  solve  this  prob-  | 
lem.  Made  of  large  extruded  alumi¬ 
num  sections,  automatic  flash  weld-  I 
ing  provides  clean  joints,  maxi-  j 
mum  -strength  and  rigidity.  They  j 
are  Alumilited  for  protection  | 
against  corrosion.  8"  louvres  are  ! 
standard  in  sizes  up  to  4'6"  in  | 
height  and  12"  louvres  for  sizes  , 
over  4'6"  in  height.  Louvre  heights  ; 
can  be  increa.sed  to  suit  ventilation  i 
needs. 

{Continued  on  Page  42) 


HVhat  will  your  salesmen 
SELL  this  year? 


Are  current  shortages  of  materials  jeopardizing  )our  business? 
Are  )ou  seeking  a  profitable,  p«*rnianent  business  in  »»hich  supplies 
are  unlimited  ?  IJo  )ou  want  to  handle  a  product  that  is  profitable 
at  all  times— in  war  or  in  peace? 

If  )ou  are,  and  if  jou  are  financially  stable  ...  have  a  good 
community  reputation  . . .  and  are  willing  to  take  on  a  full-time 
business,  here  is  a  real  opportunity. 

The  Eagle-Ficher  Company,  manufacturer  of  nationally  famous 
Eagle-Pk'her  Mineral  Wool  Insulation,  offers  a  limited  number  of 
exclusive  contractor  franchises.  Offers  these  franchises  now  ...  at 
a  time  when  our  already  successful  contractors  are  entering  what 
should  prove  to  be  their  most  profitable  year. 

Threats  of  fuel  shortages  make  insulation  particularly  easy  to  sell. 
And  this  business  enjoys  a  very  enviable  position  in  view  of  current 
credit  restrictions  on  many  other  consumer  products. 

An  Eagle-Ficher  Home  Insulation  Franchise  means  that  you  get 
your  own  assigned  sales  territory.  It  means  that  you  are  the  contrac¬ 
tor  for  a  nationally  advertised  product  that  is  a  basic  need  in  our 
economy.  And  it  means  that  you  are  furnished  hard  hitting,  effective 
merchandising  programs,  aggressive  advertising  and  sales  promo¬ 
tion  campaigns  plus  the  reputation  of  a  nationally  known  company 
with  a  respected  name  in  home  insulation. 

Jf  rite  today  for  complete  information  on  profit  oppor¬ 
tunities.  Address  your  letter  to  the  Building  Insulation 
Department. 


THE  EAGLE-PICHER  SALES  COMPANY 

American  Building,  Cincinnati  (1),  Ohio 


" 

/ 

/ 

T 

BARNHART  STORM  SASH 

For  Standard  Size  Aluminum  or 
Steel  Casement  Windows 

Immediate  Delivery  in  All  Sizes 


•  Fobricoted  stock  sites  ovoileble 
for  immediote  delivery. 

•  The  only  sterm  sosh  opproved 
f  by  the  steel  casement  window 

monufoctvrers. 

•  Customers  steel  cosement  win¬ 
dows  oil  reedy  to  receive  them, 

^  without  disturbing  drapes, 
Sk  shades  or  blinds. 


Fit  AIL  stock  steel  cosemegts, 
either  lever,  roto,  or  simpItM 
type  hardware. 


Stock  metal  and  alumigggi 
screens  also  avoiloble  for  sM 
mokes  of  motel  windows. 


THE  A.W.  BARNHART  CO. 

139  Highland  Stroat 
Port  Chester,  N.  Y. 
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COAT 


PROCESS 

.  .  .  coals  aluminum  or  sleci  by  the  mile. 
Produces  a  finish  that  will  not  crack, 
craze,  chip,  peel  or  chalk.  Outlasts  all 
others  in  scientific  Wealheromeler  tests. 

W»  also  do  forming, 
slitting  and  shearing 

NOTE:  We  cannot  guarantee  an 
inexhaitstihle  supply  of  either 
steel  or  aluminum.  However,  we 
QMtuarantee  i00%  service  in  pro^ 
cessing  and  coating  vouf  metal. 
Since  metals  are  scarce,  put  yours  to 
the  best  use.  Give  them  the  best  possi¬ 
ble  coating  and  make  the  best  possible 
profit. 

AsJk  ^or  dfitoHf 

AMtOW  METAL  PRODUaS  Cerp. 

TMrd  Avanua,  Hotkall,  N.  J. 
Patnptan  Lakas  7-1 S20 


It 

Tc 


It  Will  Pay  You 
To  Investigate 

hash: 


COMBINATION  DOOR 
AND  NEW 

TRIPLE  TRACK  WINDOW 

EUabtisked  manufacturer  offers 
new  sliding  type  extruded 
aluminum  quality  units.  The 
RIGHT  PRODUCT  with  FAST 
DELIVERY  AND  FRIENDLY 
FACTORY  COOPERATION. 

INQUIRIES  INVITED  from  K.D. 
Disfribufors  and  Dealers.  —  Write 
for  complete  merchandising 
program. 

NASH  ALUMINUM  WINDOW  (ORP. 

Main  Of /ice  and  Plant: 

45  SOUTH  BROADWAY,  LONG  BRANCH,  N.  J. 
Long  Branch  6-5550 


M«r  York  Broach: 
sis  Hampstead  Turnpike 
Elrnent,  L.  I.,  N.  Y. 
Fteral  Park  4-I620-I 


PhiloMphio  Branch: 
1144  N.  Aniericon  St. 
Philadelphia,  Pa. 
Lombard  3-1174 


Boltimon  Branch: 
9126  Harford  Road 
Baltioiore,  Md 
Bowtevard  2222 


New  Products 

(Continued  from  Page  41) 

These  windows  are  made  in  a 
large  number  of  stock  sizes  from 
1'6'’  X  2'0"  to  8'0"  X  9'0" — special 
sizes  on  order.  Speccial  windows 
can  be  made  up  with  louvres  at  top 
or  sides  or  for  the  entire  opening. 
Louvre  type  windows  can  be  glazed 
with  crystal,  plate  or  1/2",  and 
1"  insulated  glass.  Horizontal  or 
vertical  muntin  bars  can  be  added 
and  windows  glazed  with  SCB 
glass. 

Louvres  are  equipped  with  a 
glazed  cover  on  the  inside,  bottom 
hinged,  and  provided  with  a  limit 
stop.  Bronze  hardware  and  fly 
screen  are  standard. 

*  *  * 

Ccrtdlog  On  Hollow 
Metal  Door  Units 

“Fenestra  Hollow  Metal  Sw’ing 
Door  Units,”  a  new  two-color  cata¬ 
log  by  Detroit  Steel  Products  Com¬ 
pany,  describes  three  types  of 
doors  available  from  the  manufac¬ 
turer,  including  entrance  doors 
and  Underwriters’  B-Label  Door 
Units,  for  both  single  or  double 
openings. 

Door  types  include  those  hinged 
left  or  right,  to  swing  in  or  out, 
with  (1)  single,  large  glass  light  in 
the  upper  panel;  (2)  with  upper 
panel  divided  by  muntins  into  two, 
four,  six  or  eight  glass  lights,  and 
(3)  with  metal  panel  in  both  upper 
and  lower  part. 

Uses,  advantages,  points  of  su¬ 
periority,  installation  steps,  con¬ 
struction  features  hardware  and 
equipment  are  outlined  in  the  cata¬ 
log,  which  also  charts  types  and 
sizes. 

«  *  « 

New  Type  Power  Saw 

A  larger  model  of  the  revolu¬ 
tionary  Whiz  Saw  has  just  been 
announced  by  the  Forsberg  Manu¬ 
facturing  Company. 

Whiz  Saw  Model  No.  2  is  a  pow¬ 
er  packed  precision  tool  that  will 
cut  w’ood,  bone,  fiber  and  other 
composition  materials  up  to  2”  in 


.  Greotest  name  in 
combinotion  windows  ond  doors 
.  .  first  <hoice  of  coreful  buyers 

COMBINATION 
100%  Extruded 
ALUMINUM 

STORM 
& 

SCREEN 
DOOR 


Avoiloble 
with  or 
without 
decorotive 
Rrille 
insert 


SoM 

K.D. 


JA  S  C  0 

•“  A#  W  W  WESTBURY  L  I 
ALUMINUM  PRODUCTS  CORP  WEstbur,  '  2620 


ARE  YOU  THE  SALES 
REPRESENTATIVE  WE  WANT? 


We’re  searching  for  a  man  who 
has  proved  himself  in  the  build¬ 
ing  products  and  building  spe¬ 
cialty  field  ...  a  wide-awake, 
hard-hltter  with  lots  of  solid  ex¬ 
perience.  We  make  what's  con¬ 
ceded  to  be  the  nation's  finest 
aluminum  combination  windows 
and  doors,  and  we  need  a  man 
who’s  just  as  good  as 'our  line! 
He’ll  work  with  dealers  — show 
them  how  to  increase  their  sales 
A  permanent  job  with  excellent 
compensation  awaits  the  man 
who  convinces  us  he's  ready  and 
able  to  handle  our  items.  Write 
fully.  Box  No.  320,  Building  Spe¬ 
cialties,  425  Fourth  Ave..  New 
York  16,  N.  Y. 
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thickness.  Also  when  equipped 
with  a  hijfh  speed  blade  will  cut 
light  gauge  metals.  Can  be  used  as 
a  rip,  cross  cut  or  .scroll  saw  and  is 
ideal  for  maintenance  workers, 
carpenters,  electricians,  plumbers, 
etc.  Light  in  weight  (only  G-' i  lbs.). 
Model  No.  2  is  .safe  and  ea.sy  to 
handle. 

Furnished  complete  witn  2  ex¬ 
tra  blades.  Retails  at  $117.50. 


New  Type  Glass  Tile 

Pittsburgh  Glass  Tile  Company 
is  now  prorlucing  a  new  product 
for  specialty  dealers,  “Le  Verre 
Tile,”  the  name  of  the  new  mate¬ 
rial,  is  a  wall  covering  which  is 
different  from  any  now  on  the  mar¬ 
ket. 


“Le  Verre  Tile”  is  made  of  a  . 
special  alkali  and  acid  resi.stant  I 
glass  which  has  a  color  coating  ap-  ; 
plied  by  a  new  method.  The  coating 
is  placed  next  to  the  wall  when  the 
tile  is  cemented  in  position.  Thus,  | 
the  color  will  remain  unchanged 
indefinitely  and  is  not  subject  to 
fading  di.scoloration  or  damage  by 
abrasion.  Available  in  eigh  .stand¬ 
ard  colors,  the  tile  presents  a  beau¬ 
tiful  appearance. 

“Le  Verre  Tile”  comes  in  regu¬ 
lar  8  X  4"  sizes  and  is  very  simple 
to  apply.  It  can  be  cut  to  any  size 
or  form  with  a  simple  glass  cutter. 
When  installed,  it  will  take  heavy 
blows  wdthout  cracking  and  is  sup¬ 
plied  with  ground  edges  for  safe 
handling.  Warping  or  di.stortion  of 
the  tile  is  impo.ssible;  cleaning  is 
very  easy;  and  no  special  cleansers 
are  needed. 

The  price  of  “Le  Verre  Tile”  is 
only  .slightly  higher  than  plastic 
tile  and  much  lower  than  other 
gla.ss  or  ceramic  tiles.  Territories 
in  .some  sections  of  the  United 
States  are  .still  open  for  distribu¬ 
tors.  Interested  firms  are  invited  to 
write  to  Pitt.sburgh  Glass  Tile 
Company  for  full  information. 


♦  * 


♦ 


Lavatory  Dressing  Table 

Newest  product  to  be  offered  to 
the  national  market  by  Western 
(Continued  on  Page  44) 


^  Th4»  IHaHiie  Til^  that  meanm 


More 
Volume 

gniLDaesr 

cot PORATION 

manufacfur^rs  of  p/astic  tilo 

255  West  79th  Street 
Chicago  20,  Illinois 


In  order  to  provide  better  service  to  our  : 
countless  satisfied  customers,  production  isj 
being  concentrated  chiefly  on  grey  morble,  ’ 
peach  marble,  blue  marble,  coral  marble,  t 
yellow  marble  and  jade  moire  field  tiles.  ^ 
Over  o  dozen  other  colors  are  also 
available  depending  upon  the  mate¬ 
rial  situation  at  the  time. 


GQILDCReST 

I 


We  Manufacture  a  New  Low  Priced 

ALUMINUM 

COMBINATION  STORM  WINDOW 

SEMI  K.D.  (Ready  for  installation) 

24x24  2-lts.  $8.95 
Other  sizes  priced  proportionately 
Exclusive  dealerships  available 

M.  D.  ORLIN  CO. 

7300  Kinsman  Rd.  Cleveland  4,  Ohio 

Monufocturors  of  Combination  Basement  Windows,  Porch  Enclosures,  and  Cosement  Storm  Soth. 


A 
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BUILDING  SPEQALTIES 


DIAMOND 

Introduces  tho  NfW  WtLDlD 
Storm  Window  Mkaelo 
(Thonkt  to  Oor  Ingin—n) 


TRIAD 


LOWEST 

PRICE 

EXTRUDED 
3  TRACK 
WINDOW 

Ml  HlO 

MARKET 


You  must  sec 
THIS  WINDOW 
TO  ACTUALLY 
APPRECIATE 
ITS  VALUE 


7  Big  Features 

1  GLASS  SET  IN  RUBBER 

2  TOP  AND  BOTTOM 
VENTILATION 

3  BURGLAR  PROOF 

4  EASILY  INSTALLED 

5  STURDILY  BUILT 

6  FINGER  TIP  CONTROL 

7  PROMPT  DELIVERY 


Telephone  —  Wire  or  Write 


DIAMOND  BUILDING  PRODUCTS  CORP. 


3650  EAST  93rd  STREET  Telephone;  VUIcon  3-4260  CLEVELAND  5,  OHIO 


ECONOMY 
STOCK  RAILS 
MAKE  YOU  MONEY 


WE  CAN  ALSO  FURNISH 
MADE  TO  ORDER  IRON  RAILINGS 
WITHIN  2  WEEKS  AFTER  ORDER 
TO  MAKE  BIG  PROFITS 
WITH  LOW  INVESTMENTS 

WRITE: 

THE  WM.  J.  SAMCOE  IRON  CO. 

917  MILITARY  RD..  KENMORE  17,  N.  Y 


^  Because  of  the  tremendous  demand  ( 
/  for  copies  of  our  lead  article  in  the  \ 
^  November  issue  entitled  "Com-  ) 
f  plaints  About  Windows  Pour  Into  ( 
/  Better  Business  Bureau,"  reprints  t 
^  will  be  mode  available  to  our  read-  ) 
/  ers  at  a  modest  cost.  Address  re-  ( 
)  quests  to  BUILDING  SPECIALTIES,  ) 
^  425  Fourth  Avenue,  New  York  16,  \ 


New  Products 

(Continued  from  Page  43) 
Metalcraft  Inc.,  is  the  Olympia 
Vanitie,  a  streamlined  lavatory- 
dressing  table  combination  in  four 
models.  By  providing  an  attractive 
dressing  table,  desired  by  all  wo¬ 
men,  w'hich  conceals  unsightly 
plumbing  connections,  the  new 
Olympia  Vanitie  combines  beauty 
with  desired  utility. 

Four  popular  pastel  colors  are 
available,  in  addition  to  white,  in 
finest  quality  baked  enamel.  Cab¬ 
inets  are  of  a  sturdy,  durable  and 
rustproof  aluminum  construction. 
All  models  are  equipped  with  touch- 
latch,  which  eliminates  hardware. 
Tops  are  of  latest  design  Formica 
with  handsome  metal  trim.  Sizes 
available:  24",  36"  (either  right- 
hand  or  left-hand  vanitie)  and  48". 
»  *  o 

Glass  Block  Window 

Now  for  the  first  time  a  glass 
block  window  with  a  .sliding  vision 
strip  sash  can  be  installed  in  the 
i  conventional  w’indow  openings  of 
any  type  building.  This  innovation 
to  the  building  trade  has  been  de¬ 
veloped  by  American  Structural 
Products  Company,  a  subsidiary  of 
,  Owen.s-Illinois  Gla.ss  Company. 

The  new  window  is  adaptable  to 
any  opening,  large  or  small  and  is 
strong  and  rigid  enough  to  provide 
its  own  lintel.  Frames  are  shipped 
completely  assembled  ready  for 
glazing  and  installation  of  the  gla.ss 
block. 

The  new'  window  gives  vision 
and  ventilation  with  single  pane  or 
double  glazing.  The  sliding  sash 
makes  it  possible  to  wash  the  out¬ 
side  of  the  window  in  the  same 
manner  as  any  conventional  double- 
hung  window.  Glass  block  windows 
may  be  used  singly  or  in  multiples. 

:  When  they  are  installed  in  groups 
*  the  jambs  act  as  mullions  eliminat- 
I  ing  the  need  for  additional  inter- 
I  mediate  structural  members. 


Product  Finding  Oep’t. 
See  Page  37 


February,  1951 

B.  S.  Reporter 

(Continued  from  Page  24) 

can  Radiator  &  Standard  Sanitary 
Corp. ;  George  M.  Curtis,  Curtis 
Companies,  Inc.;  John  H.  McCray, 
The  Cambridge  Tile  Manufactur¬ 
ing  Co.;  and  George  Schuchman 
Libbey-Owens-Ford  Glass  Co. 

*  •  * 

Factory  Galvanizing 
Of  Fenestra  Windows 

Important  news  affecting  the 
■'.steel  window  industry  has  been 
revealed  by  Detroit  Steel  Products 
Company  with  the  announcement 
that  factory  galvanizing  of  Fenes¬ 
tra  w’indows  is  now  in  production, 
with  the  aim  of  producing  mainte¬ 
nance-free  steel  windows  at  lowest 
cost.  According  to  W.  C.  Owen, 
Company  president,  a  new  Fenes¬ 
tra  plant  constructed  in  Detroit 
will  be  the  first  in  this  country  de¬ 
signed  exclusively  for  galvanizing 
windows.  Special  processing  tanks 
have  been  installed,  large  enough 
to  handle  a  12  x  10  foot  window 
frame  in  one  operation. 

The  factory-galvanized  windows, 
which  need  no  paint,  will  represent 
substantial  savings  every  three  or 
five  years  (when  repainting  of 
ordinary  windows  is  usually  neces¬ 
sary),  and  is  one  of  the  most  im¬ 
portant  developments  in  years  in 
the  steel  window  business,  accord¬ 
ing  to  Mr.  Owen. 

*  *  * 

National  Hardware  Show 
Sets  Dotes  For  '51 

The  dates,  October  tne  8th 
through  the  12th  for  the  6th  Na¬ 
tional  Hardware  Show  to  be  held 
at  Grand  Central  Palace,  have  been 
set  to  precede  the  convention  of 
American  Hardware  Manufactur¬ 
ers  Association  and  the  National 
Hardware  Wholesale  A.ssociation  in 
Atlantic  City.  Frank  Yeager,  Man¬ 
aging  Director  of  the  National 
Hardw'are  Show,  stated  recently 
that  these  dates  were  decided  upon 
after  a  survey  of  buyers  attending 
the  1950  Show. 

(Continued  on  Page  46) 
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De§tgnad  to  fit  any  standard 
opaning  without  planing  or 
trimming  ...  3  sash  sec¬ 
tions,  1  screen  section  and 
universal-fitting  overlap 
frame.  All  units  inter¬ 
changeable,  easy  to  clean, 
light  to  handle,  completely 
burglar-proof.  SCHU¬ 
MACHER’S  special  merchan¬ 
dising  plan  Includes  the 
supply  of  full  I  Vs"  Ron- 
derosa  Pine  or  Redwood 
combination  doors  with 
your  REDDY-FIT  orders  .  . . 
with  3-week  delivery. 
Write  for  details. 


You’ll  get  the  metal  mouldings  you  need  in  chrom- 
TRIH.  Over  200  stock  shapes,  in  aluminum  and 
stainless  steel.  Tee  mouldings,  panel  dividers,  door 
saddles,  awning  strips,  price  tag  mouldings,  etc. 

The  new  stainless  shapes  are  easier  to  cut  (light 
stainless  cladding  over  rust-proof  aluminum,  on 
most  shapes)  .  .  .  easier  to  apply.  And  they  keep 
customers  satisfied  . . .  they’re  durable,  stay  bright, 
won’t  rub  off  or  smudge  clothing. 


Important  to 
Monufocturorsi 

Free  bulletin/*  2  Weye  to 
ure  CoeU  on  MeUl  Shepee/* 
fivee  unbiated  tacts  on  os* 
truded  or  roll-formed  ahapee. 
Helps  you  judge  which  meeia 
your  needs  moet  economically 
and  beet. 


R.  D.  WERNER  CO.,  Inc.,  Dept.  B.S. 

29S  rifth  Avenue,  New  Yerii  U,  N.  Y. 

RIeote  send  me  free  CHROMTRIM't  new  1R50 
literoture  ond  hondy  woM  chort  of  CHROMTRlM 
thopefi. 

CKeck  here  for  bulletin,  **2  Woyt  to  figure 
CotU  on  Metol  Shopet"  □ 


46 


BUILDING  SPECIALTIES 


AnKel  Novelty  Co .  33 

Arlite  IndustrieN,  Inc .  29 

Arrow  Metal  Products  Corp .  42 

Barnhart  Co.,  The  A.  W .  41 

Kelson  Co.,  Inc .  32 

Korx-Warner  Corporation  —  Kool- 

shade  Storm-Shade  Division .  39 

Hraniard  Steel  Co. .  2 

BuildinK  Specialties  .  32 

Calbar  Paint  &  Varnish  Co . 6 

('aider  Manufacturint;  Co .  34 

Campbell  Sash  Works,  The .  31 

Cermak  Tile  Company,  Inc .  9 

C-Thru  Aluminum  .4wninK  Co .  47 

Diamond  Buildinfc  Products  Corp..  . .  44 

Draftite  Products  Co .  26 

Duncan-Morris  Co .  35  i 

Kaftle-Picher  Sales  Co.,  The .  41  ; 

Fawsco  .Mfft.  Division,  Falls  Stamp¬ 
ing  &  Welding  Co .  25 

Feather-Lite  Mfg.  Co .  28 

Graef  Storm  Window  Co .  6 

Guildcrest  Corp .  43 

History  Repeats .  8 

How  To  Run  a  Small  Business .  39 

Ideal  Brass  Works,  Inc .  36 

Jamaica  Sash  &  Door  Co .  27 

Jasco  .4luminum  Products  Corp .  42 

Kanfmann  Radiator  Shield  Co .  46 

Keystone  Alloys  Co .  .36 

Lessam  &  .4ssociates,  B.  B .  30 

Ludman  Corp .  27  . 

Nash  .4luminum  Window  Corp .  42 

Orlin  Co.,  The  M.  D .  43 

Re-Nu-It  .  5 

Roofing,  Siding  &  Building  Special¬ 
ties  Manual .  38 

Samcoe  Iron  Works .  44 

Schumacher  Co.,  The  F.  E .  45  ; 

Security  Co.,  The .  12 

Showei  Door  Co.  of  America .  40 

Sprayed  Insulation,  Inc .  10 

Stahl  Industries .  3 

Storm  Mastor  Corporation. .  .Back  Cover 

Trapp  Company.  George  W .  40  > 

Universal  Fabracator  .  6  : 

V-Seal  Corp .  4 

Warner  Mfg.  Corp .  7  ! 

Weather-Tite  .  38  ; 

Werner  0>..  R.  D .  45  | 

Winsniite  Mfg.  Co .  35  j 

Youngstown  Industries,  Inc .  34  I 


B.  S.  Reporter 

(Continued  from  Page  45) 

A  great  majority  of  exhibitors 
have  already  stated  their  intentions 
and  re.served  space  for  the  1951 
Show.  Mr.  Yeager  stated  that  all 
four  floors  of  the  Grand  Central 
Palace  will  be  used,  and  again  the 
entire  fourth  floor  will  be  occupied 
by  the  Fi.shing  and  Hunting  Divi¬ 
sion. 

*  *  * 

Reynolds  Announces 
llfiany  and  Lewis 
Appointments 

David  P.  Reynolds,  Vice-Presi¬ 
dent  and  manager  of  Reynolds 
Metals  General  Sales  Division,  re¬ 
cently  announced  two  appoint¬ 
ments  in  the  Company’s  Aluminum 
Division. 

F.  F.  Tiffany,  formerly  District 
Manager  of  the  Company’s  DajTon 
Ohio  office,  has  taken  over  the 


SELL 

KAUFFMAN 
RADIATOR  ENCLOSURES 


Hundreds  of  Thousands 
in  Use 

Throughout  the  Country 
Easy  to  Sell  piofj| 

KAUFFMAN  RADIATOR  SHIED  CO. 

4505  Oliva  St.  St.  Uuit  0,  Me. 


duties  of  Divi.sion  Manager  in  the 
Pittsburgh  area,  with  headquarters 
in  the  Company’s  Pittsburgh  field 
office. 

*  *  * 

Sloane-Blabon  Appoints 
Haines  Merchandise  Mgr. 

Melvin  W.  Haines  has  been 
named  to  the  newly-created  post  of 
merchandise  manager  of  the 
Sloane-Blabon  Corporation,  manu¬ 
facturers  of  smooth  surface  floor 
coverings,  the  company  announced. 

Haines,  whose  appointment  is 
effective  immediately,  will  be  di¬ 
rectly  responsible  to  Wilbur  New¬ 
man,  vice-president  in  charge  of 
■sales.  Haines  was  formerly  with 
Arm.strong  Cork  Company,  Inc., 
where  he  started  his  business  ca¬ 
reer  in  1937. 


CLASSIFIED  ADVERTISING 

Undtr  this  hsading  clossUied  advsrtlssmsnts 
ars  accepted  ot  the  uniiorm  rate  ol  25  cents 
a  word,  but  no  adTertisement  taken  lor  less 
then  20  words  with  o  minimum  charge  el 
S5.00;  3  months  ot  20c  per  word  per  insertion. 
Check  or  Money  Order  must  accompany  copy  ol 
Classified  Ad.  Advertisements  soUdtoting  deo^ 
ers  or  distributors,  or  new  products  lor  sole,  not 
accepted  in  classified  section.  Address  all  cose 
munications  to  Classifled  Department  BUILD¬ 
ING  SPECIALTIES,  425  Fourth  Avenue.  New 
York  16,  N.  Y. 


HELP  WANTED 


STORM  WINDOW  INSULATION  ('ONTRAG 
TORS  to  service  our  customers  in  metropolitan 
New  York  City.  B'*th  small  and  large  volume  in¬ 
stallations  on  aluminum  combination  windows  and 
doors.  Highest  rates  paid.  Write,  phone,  or  call  in 
l>erson.  Stormguard  ( orpi^ration.  1680  Coney  Island 
Avenue.  Brooklyn.  N.  V.  DEwev  9-2100. 


MISCELLANEOUS 


ALUMINUM  COMBINATION  STORM  sash 
window,  double  or  triple  track,  wanted  by  prominent 
distributor.  Covering  metropolitan  New  York  and 
Long  Island.  Box  314,  Building  Specialties,  425 
Fourth  Ave,,  New  York  16.  N.  Y 


SALESMEN;  If  you  want  to  improve  your  sell¬ 
ing  technique,  get  a  copy  of  My  Harderi  Sale.  This 
brochure  contains  authentic  stories  from  men  on  the 
firing  line,  the  fellows  who  go  out  every  day  and  get 
the  signature  on  the  dotted  line.  There  are  20  real, 
live,  success  stories  at  10  cents  per  story,  or  $2.00  for 
the  brochure.  Send  for  one  or  several  brochures 
today.  Building  Specialties.  425  Fourth  Avenae» 
New  York  16.  N.  Y. 


coto** 

even  I 


Exclusive  C-THRU  Features: 


Yes,  the  PACKAGED  PACE-SETTER  that  amazed  the  indus¬ 
try  last  year  is  now  arrayed  in  GAY  COLORS!  That  means 
even  MORE  SALES  for  this  revolutionary  ALUMINUM 
AWNING  that  can  be  assembled  in  minutes. 

C-THRUS  come  in  four  BAKED  ENAMEL  COLORS  that  will 
wilt  the  sales  resistance  of  any  proud  homeowner.  What's 
more  .  . .  your  customer  gets  complete  LIGHT,  and  perfect 
VENTILATION.  It's  a  PROFIT  WINNER  any  way  you  look 
at  it.  Write  for  full  particulars  TODAY  . .  .  see  how  YOU 


can  cash  in  on  this  sure-fire  sales  item! 


LIGHT 


VENTILATION 


Available  in  30  standard  sizes 
and  7  color  combinations. 


C-THRU'S  pottnftci  curvtd 
lpuv«r«  brpok  up  horsh.  out* 
«id«  light  which  •nt«r«  your 


C>THRU'S  pnginorpd  louvprt 
k««p  th«  sun  oway  from 
your  windows,  ond  ollows 


room  soft,  gloroltss  ond  dif*  comploto  air  circulotion.  No 


JOBBERS:  Write  or  wire  immediately  for  further  information.  fufd.  No  moro  dr.ary  d.ad  air  pacli.tf  m.ant  um. 

roomt  with  this  .xclutiv.  p.ratur*.  low.rad  a<  much 

DEALERS:  Contact  us  for  location  of  your  nearest  jobber.  (.aiur*.  at  17  d.gr*.t. 


you  CAN  TURN  A  SHORTAGE 
INTO  AN  OPPORTUNITY! 


STAY  IN  THE  WINDOW  BUSINESS... THE  SELLINfi’S  FINE! 


These  days,  it  takes  a  super-charged  student  of  the  crystal  ball  even  to  guess  what's  going 
to  hapjsen  next  week  or  next  month.  But  there’s  a  sure-fire  way  to  make  sure  that  orders 
restricting  the  use  of  aluminum  won’t  cut  into  your  storm  window  business 

SWITCH  TO  WOOD!  SWITCH  TO  STORM  MASTER! 

W*)od  is  plentiful.  Wotxl,  despite  its  many  uses,  will  remain  in  gtxsd  supply.  That 
means  you  can  do  a  successful,  profitable  job  of  selling  redwood  storm  windows  without 
fear  that  short  supply  is  going  to  catch  you  with  your  plans  down. 

We’ve  been  successfully  making  and  marketing  wtxid  storm  windows  since  19-»1.  Our 
facilities  are  capable  of  an  even  greater  manufacturing  volume  .  .  .  enough  for  a  number 
of  fast-moving  distributors  who  want  to  protect  the  businesses  they’ve  built. 

In  addition,  we  have  developed  and  designed  the  finest  redwcxxl  self-storing  storm  window 
on  the  market.  We  know  it  can  do  a  profitable  job  for  you. 

You  can  turn  the  aluminum  shortage  into  immediate  opportunity  by  gearing  your  business 
to  the  big.  ready  market  for  redwotxl  storm  windows.  You  can  do  it  quickly,  successfully 
by  doing  business  with  us.  There  are  territories  still  open  to  qualified  distributors,  so 
play  it  smart.  C^all.  wire,  write  cr  better  yet,  make  a  trip  to  our  offices.  It’ll  be  well  worth 
your  while! 


STORM  MASTER  CORPORATION 

1817  E.  HIGH  AVENUE  YOUNGSTOWN,  OHIO 

See  our  complete  display  at  The  \ERSICA  Show.  March  Hotel  Commodore.  Sew  York 


